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“WHAT OF 1928?” IS 
VARIOUSLY ANSWERED 


Company and Agency Men Com- 
ment on Prospects for 
the Year 


FIND OPTIMISM IN GLOOM 


Many Believe Agents Should See Pos- 
sibility of Slump and Plan 
Accordingly 


By CHESTER C. NASH, JR. 


NEW YORK, Jan. 19.—“What of 
1928?” That is the question that is on 
the tongue of every business man in 
the country today. It is always a ques- 
tion at the new year whether business 
faces prosperity or a time of changing 
conditions, and particularly so today, in 
view of the uncertainty in some lines 
with which the future is approached. 
In tune with others, life underwriters 
have been asking this same question. 
Also, in tune with others, the answer 
for public conservation is generally the 
same, being a worthy picture of pros- 
perity. Other pictures are presented, 
but these are not generally distributed 
for publication. An honest view of the 
situation is difficult to secure, as no one 
cares to be a gloom prophet. 


No Fears Entertained 


In the life insurance business, how- 
ever, it would appear that there is no 
necessity for a gloom prophet, even 
though he honestly express his mind as 
to a slowing up of business during 1928. 
As the head of one company said, it 
should make little difference if business 
suffers a reaction during the coming 
vear. Life insurance. even though it 
should not maintain the unprecedented 
and remarkable percentage of growth 
experienced during recent years, should 
be able to maintain its present preemi- 
nent position by force of a new recog- 
nition of its importance by the public, 
combined with a new efficiency of sales 
methods throughout the insurance struc- 
ture. 

Prefer Frank Approach 


One company official has expressed 
the opinion that he would greatly pre- 
fer a frank and open approach to 1928, 
recognizing the possibility of reverses 
in some localities and in some lines of 
business, possibly a general business re- 
verse. He believes that forced reports 
of optimism may have a dangerous ef- 
tect on the business stability a few weeks 
or months hence. If life underwriters 
are generally persuaded that it is to be 
a new record year and then there de- 
velops a situation to the contrary, there 
is apt to be an undesirable reaction. The 
let-down of disappointments in the field 
would be more disastrous than an ap- 
proach to the year with a recognition of 
the possibility of reaction. If the agents 
could be shown that business may suffer 
a reaction, but their business should not 
follow in the train, they then should be 
able to enter the new year’s work with 
‘ncreased vigor and alertness and suffer 
no depression in their own individual 


NOTABLE TRIBUTE PAID 
TO EDWARD A. WOODS 


—_—. 


GATHERED AT PITTSBURGH 


Company Officials, Local Associates 
and Leaders of Other Businesses 
Pay Homage 


PITTSBURGH, Jan. 19.—Tribute 
was paid to the memory of Edward A. 
Woods of the Equitable Life of New 
York, who died last month, at a special 
memorial meeting held here last Satur- 
day and attended by the ranking officials 
of the Equitable, executives of other 
branches of business with which Mr. 
Woods had contacts, and his own im- 
mediate associates in the Woods Agency 
of this city. 

President Parkinson Attends 


President Thomas I. Parkinson of the 
Equitable Life opened the memorial 
meeting with a tribute to Mr. Woods, 
being followed by Joseph B. Shea, a 
director of the company; A. K. Oliver, 
treasurer of the American Red Cross; 
Dr. Howard C. Marcy, medical director 
of the Tuberculosis League; William M. 


mittee of the National Association of 
Life Underwriters; J. Milton Ryall, 
president of the Pittsburgh association, 
and Rev. O. D. Odell, pastor of the 
Sewickley Presbyterian church. Tribute 
was paid to the man and the executive 
by all of these speakers. 
Agency Meeting Held 


Saturday afternoon the Woods Agency 
held its annual meeting. In memory of 
Edward A. Woods, his plans for the 
future of the agency were discussed and 
established as the goal for the organ 
ization. The 1928 platform of the 
agents’ association was announced by 
E. Johnson. William M. Duff presented 
the agency program for the future, set- 
ting the 1930 goal of $100,000,000 of 
new paid-for business. Allotments were 
given to the agents at this meeting. 
Vice-President Frank Davis re 
sponded to the talks by the agents and 
spoke of the agency department plans 
of the company during the coming year 

President Parkinson gave a picture of 
the Equitable Life and its organization. 
Vice-President William J. Graham 
summed up the results of 1927 in the 
group insurance department and told of 
the outlook for 1928 for this class of 
business. The meeting was concluded by 
Mr. Davis with a talk on the outlook for 
1928. 


cities may make an acute depression 
temporary there, but even in such cases 
the agent who sees it before him and is 
not surprised by its sudden approach 
can formulate his plans to weather the 
slump. It has been found an essential 
in industry and commerce and is of no 
less importance in the life insurance 
profession. 


Mach Skepticism Found 


There are many among the company 
ranks and also the general agency ranks 
who are somewhat skeptical of the 
much-touted 1928 prosperity, although 


they are not willing, as mentioned, to 
assume the role of gloom prophets. 





business. Local conditions in some 


(CONTINUED ON PAGE 19) 


Furey, chairman of the executive com- | 


=| needs of your prospect. 


AGENTS SHOULD KNOW 
COVERAGE AND HAZARD 


BULKLEY POINTS OUT DANGER 





Connecticut General Life Vice-President 
Comments on the Use of the 
Disability Clause 


At the annual meeting of the Pixler 
& Pixler Agency of the Connecticut 
General Life at Huntington, W. Va., 
Vice-President G. E. Bulkley told the 
men. that their position in the community 
can be made almost anything they care 
to make it. 

_ “With life insurance approaching the 
place of recognized necessity to every 
man and a rapidly increasing body of 
| self-supporting women, with contracts 

covering needs unthought of a short time 
ago, with prominent banks advertising 
their belief in it and cooperating in its 
| sale, with its call for a body of trained 
and high grade representatives, you 
| have only to live up to the possibili- 
ties of your business as it appears today 
to assume a most important part in the 
| economic and social well-being of your 
community. 





Must Know Coverage and Hazard 


“The Connecticut General offers its 

agents exceptionally good disability 
plans, but there is danger in their han- 
dling unless you know the coverage and 
the hazard involved. You may easily 
| oversell on the most liberal disability 
clause, for example, only to find that the 
risk presents certain conditions which 
| prevent the acceptance on any disability 
plan, and the policy is consequently re- 
fused. Possibly a better understanding 
of the risk and the coverage on your part 
would have prevented such an unfortu- 
nate outcome. 


Tubercular Tendencies 


“Tubercular tendencies are the source 
of the greatest number of claims, arc 
underweights, particularly at the younger 
ages, must be looked on at least with 
suspicion. Some risks perfectly accept- 
able for life insurance are not good risks 
for disability. The disability clause has 
won for itself a secure place in the 
modern life insurance contract, but it 
may be a dangerous friend in unskilled 
hands, 

Must Fit the Needs 


“If the insurance is to be permanent, 
or reasonably so, the policy must fit the 
Remember you 
are the expert called in to prescribe for 
the future financial well-being of your 
client and can no more deal intelligently 
with the patient than could a doctor un- 
less he inquired as to the symptoms of 
his patient and made a study of his 
physical and nervous make-up. You 
must first know why insurance is needed 
and then present the form and amount 
best adapted to help your prospect carry 
out the plans and objects in life which 
he has at heart. The day has gone by 
when an insurance policy is sold as such. 
Today we sell a man a monthly income 
to his wife to pay her monthly bills in 
terms of bread and butter, or travel and 
recreation for his own old age, or an 


FRANKLIN PIONEERS IN 
AGENCY COST STUDY 


Springfield Company Has Evolved 
and Put Into Effect Important 
Accounting Methods 


CAN TELL PROFIT OR LOSS 


Individual’s Business Can Be Weighed 
and Desirability Determined on 
Dollars and Cents Basis 





Cost accounting is the most intricate 
difficult administrative problem 
known to the business world. Hereto- 
life insurance companies have 
known little except by estimate or judg- 
ment of the profitableness or unprofit- 


and 


tore 


ableness of particular agencies. 


The Franklin Life, which has done 





HENRY ABELS 


original work in various life insurance 
fields, has evolved a cost system applic- 
able to its agencies which was described 
by Vice-President Henry Abels at the 
conference of general agents held at the 
home office in Springfield last week. 
Mr. Abels’ outline of the system and 
its purposes was as follows: 

“Cost accounting is a science which 
makes it possible for a business to 
know with certainty whether or not it 
is making the profit upon which its life 
depends. It makes it possible for a 
business to know the cost of each oper- 
ation, and therefore, the cost of each 
item of its business. It shows which 
salesman brings a profit to the organiza- 
tion, and how much. It shows which 
salesman is responsible for a loss, and 
how much, Also it shows exactly at 
what stage in the maintenance of busi- 
ness loss or profit results, and why. 

“The Franklin has, as you all know, 
pioneered in the life insurance field 





education for his children.” 


more than once. We have again taken 
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the lead by working out a practical 
method whereby cost accounting may 
be applied to the business of an agency. 
The returns from the business produced 
by a general agency may now be bal- 
anced against the costs of that particu- 
lar unit of business. If there is a profit 
we know how much it is: and if there 
isn’t a profit we know how much the 
loss is; and why there is a loss. 


Accounting on Individuals 


“To apply cost accounting to life in- 
surance is more complicated than to an 
ordinary mercantile business. Acquisi- 
tion costs have long béen kept by the 
Franklin and other companies, but the 
cost of placing insurance on. the books, 
and carrying it for one year is only the 
beginning of the cost problem. Most 
new insurance shows a deficit at the end 
of the first year, and the only way to 
determine when, if ever, the business of 
a given agency becomes self-sustaining, 
is to carry cost accounting through a 
period of years. And that involves 
keeping an account of mortality, re- 
serves, and in fact everything that enters 
into an annual statement of a company. 
In other words, each agency must be 
treated as a separate minature company. 
The labor involved at first seemed too 
great to justify the effort, but with the 
development of the Hollerith punch card 
system the labor and expense were 
brought within reasonable limits. 


Took Time and Patience 


“As far as we have been able to learn, 
we are the first to interest ourselves in 
this intricate study. We have known 
that we were losing money in some ter- 
ritories and earning money in others, 
but we did not know, just how much we 
were losing or gaining in a given agency, 
nor when, nor, why. It took time and 
patience to ascertain facts and align the 
methods of attaining them into a com- 
plete system of accurate cost determina- 
tions. During the period of trial and 
test we were closely watched by various 
other companies. They were, and still 
are, intensely interested in what we are 
doing. In some cases they offered such 
assistance as they were able in one way 
or another, and in many instances our 
final result was solicited in advance. 


Competition Grows Keener 


“There is a vital reason for this inter- 
est in our activity. As the public’s 
knowledge of life insurance has grown 
greater, competition has grown keener. 
| have heard it said that in the next ten 
or twenty years, those companies which 
cannot accurately and invariably dis- 
tinguish between their unprofitable and 
their profitable business will disappear. 
Among the companies which foresee the 
development of such a condition, there 
naturally arises a great anxiety to be 
prepared with a practical cost method to 
combat the situation. The Franklin, 
with forty-four years of unreproachable 
financial stability and honorable service, 
does not intend to Se among those mis- 
sing. It expects to be among _ those 
present in ten or twenty years, and to be 
recognized as the thoroughly sound or- 
ganization it has always been. 


Fifteen Basic Elements 


“The Franklin also expects to be much 
larger in ten or twenty years from now. 
As the public becomes better educated 
to life insurance, more and more of it 
will be sold. Some companies will not 
know how to distinguish between profit- 
able business and unprofitable business. 
It is likely that some will relp upon 
rates, and will assume that the rates 
used by a company which is successful 
will bring success to another. This is 
an error. Rates do not guarantee suc- 
cess. It is the character of the business, 
combined with correct rates, the relation 
of costs to income, that makes for suc- 
cess or failure. There are about fifteen 
basic elements of profit-and-loss signifi- 
cance entering into the problem. Any 
company which cannot, or does not, 
understand and utilize these elements in 
the future will find itself unable to hold 


(CONTINUED ON PAGE 18) 





THE NATIONAL UNDERWRITER 


TWO PRESIDENTS ADDRESS 
NATIONAL FIDELITY MEN 


GRANT VALUES POLICYHOLDER 


Reynolds, Kansas City Life, Offers 
Rivals $100 Prize for Largest 
Number of Applications 


KANSAS CITY, MO., Jan. 
T. Grant, president of the Business 
Men’s Assurance, was the principal 
speaker at the last day’s session of the 
National Fidelity Life’s convention here 
last week. “The Value of a Policy- 
holder” was Mr. Grant's subject, and he 
made a strong case for the cultivation 
of old policyholders. 

“If you ask a man if he is so old that 
he does not intend to buy any more life 
insurance,” said Mr. Grant, “in nine 
out of ten cases he will say no. If this 
is true, then you are making a mistake 
not to keep in touch with this man, es- 
pecially if he is a policyholder, for if 
you don’t, someone else who does main- 
tain contact with him is going to write 
that additional life insurance.” 


19.—W. 


Show Personal Interest 


“Show a personal interest in your 
policyholder,” Mr. Grant urged. “When 
he is promoted, receives an honor, has 
a son or daughter who receives an 
honor, write him a letter of congratn- 
lation. Many people think kind 
thoughts of their friends, but few take 
the effort to let them know about it, 
and the few that do are rewarded by 
the appreciation of the friend. If you 
are able to offer a man every service 
that a rival company can offer him, in 
addition to your personal interest in 
him, is there any question as to whom 
he will give his business?’ 

Mr. Grant spoke of the opportunity 
which the life insurance man has of 
doing a service to his client. No other 
man has such an opportunity, because 
the life insurance salesman is dealing 
with people of all classes and in all kinds 
of business. 


Give Tips to Pelicyholders 


“The average man who turns the life 
insurance agent down says he cannot buy 
because that month he is going to buy 
something else. If you go into a doc- 
tor’s office and he tells you he cannot 
buy life insurance that month because 
he has decided to buy a new radio, how 
many of you immediately think of that 
radio dealer whom you have been trying 
to sell, or who may be a policyholder 
of yours? Let him know of this pros- 
pect for a radio, and when he places 
more insurance he will think of you. 
The insurance agent succeeds or fails 
in proportion to his understanding of 
human nature, and it is human nature 
that a man feels kindly toward the per- 
son who has helped to put money in 
his pocket.” 


Cites High Producers 


According to Mr. Grant, contact with 
old policyholders is one of the funda- 
mental factors in an insurance man’s 
success. He urged forced contact with 
policyholders through birthday greet- 
ings. He said the agent should see each 
of his clients at least twice a year. Mr. 
Grant spoke of the careers of two out- 
standing insurance producers, Frank 
Pennell of New York and Dix Teachenor 
of the Kansas City Life, pointing out 
that the largest percentage of their busi- 
ness is written on old policyholders. 

Mr. Grant spoke of the practice in his 
company of giving each new agent a 
list of the policyholders of the com- 
pany in his particular territory and re- 
quiring him to call on each of these meu 
offer him the 


and service of the com- 
pany. These calls are of a_ purely 
friendly nature and are not sales calls. 


Emphasizes Self Discipline 
President J. B. Reynolds of the Kan- 
sas City Life was a speaker on the sec 
ond day’s program. Mr. Reynolds em- 








GENERAL AGENTS GATHER 
IN REGIONAL CONFERENCE 


SESSIONS HELD AT CHICAGO 


Connecticut General Calls Together 
Representative Covering Territory 
of West and Coast 


The Connecticut General Life held its 
regional general agents’ conference in 
Chicago this week. W. I. King, vice- 
president, in charge of agencies, presided 
at the meeting as chairman. Fourteen 
general agencies were represented at the 
conference. 

“Regional meetings have taken the 
place of the general conferences which 
we formerly held at Hartford,” said Mr. 
King. “We find that the problems of the 
men are quite similar in the various dis- 
tricts and we can obtain a closer contact 
and a freer and fuller discussion with a 
smaller group.” 

The Tuesday meeting was devoted to 
talks by home office men, R. W. Hunt- 
ington, president, giving the opening 
talk on “Looking Forward.” A full pro- 
gram was carried out with talks by 
home office officials on the ways in 
which their departments can help the 
man in the field. Wednesday’s sessions 
were devoted to organization building, 
talks being given by the general agents. 


W. W. Hoey, Youngstown general 
agent, discussed the development of 
present agents. W. C. Bailey, Detroit 


general agent; J. A. Coffman, Cleveland, 
and M. P. Hawkins, Los Angeles, pre- 
sented angles of proper agent selection 
and training. 

Home Office Men Present 


office representatives at the 
conference were R. W. Huntington, 
president; J. M. Laird vice-president ; 
W. |. King, vice- -president in charge of 
agencies; F. C. Wilde, secretary: Dr. L. 
G. Sykes, medical director; G. W. Skil- 
ton, comptroller; G. C. Capen, assistant 
superintendent of agents, and I’. F. Car- 
penter. 

General agents represented at the con- 
ference were W. C. Bailey, Detroit; L. 


Home 


D. Bell, Indianapolis; K. B. Korrady, 
Chicago; J. A. Coffman, Cleveland; R. 
B. Coffman, Peoria; A. Fiske, San 
Francisco; J. W. Haughton, Fort 
Wayne; M. P. Hawkins, Los Angeles; 
H. W. Hoey, Youngstown; F. D. Mas- 
den, Kansas City; R. L. McCoy Sioux 
Falls; A. M. Packer, Minneapolis; Paul 
Stewart, Omaha, and C. J. Wightman, 


Waukegan. 


Lackey Speaks in Chicago 


George E. Lackey, general agent ot 
the pale eer Mutual Life at Okla- 
homa City, will address the annual 
agency meeting of the Bokum & Dingle 
agency of that company in Chicago Jan. 
20. His topic will be life insurance as 
a superior investment, viewed from a 
creative, conservation and _ distributive 
standpoint. En route to Chicago Mr. 
Lackey visited Kansas City and attended 
the meeting of life underwriters of that 
city. 


phasized self discipline as very impor- 
tant to the success of a life insurance 
man. He said that when he found him- 
self feeling grumpy and _ dissatisfed 
with himself, he went out into a section 
of the city in which he was not known 
and sold life insurance, just to satisfy 
himself that he could still do it. 

As a recipe for writing life insurance 
Mr. Reynolds gave three requisites— 
work, courtesy and diplomacy. Presi- 
dent Reynolds closed by offering a per- 
sonal prize of $100 to the National 
Fidelity salesman who writes the most 
applications in 1928. 

G. F. Stephens and Rev. L. M. 
Dorreen spoke at the last day’s session. 
and the business session of the conven- 
tion was closed with an open forum 
conducted by President Ralph H. Rice. 
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"PEORIA LIFE AGENCY 
MANAGERS AT MEETING 


REVIEW YEAR OF PROGRESS 


Six Percent Return on Investments Re- 
corded—Show an 86.3 Per- 
cent Renewal Rate 


Agency managers of the Peoria Life 
held a four-day session at the home 
office. There were 65 state and district 
managers in atendance from all quarters 
of the United States. The general topics 
of the conference were company _prog- 
ress and cooperation, the manager’s job, 
union of home office and field, balancing 
the agency. 

A review of 1927 showed one of the 
most satisfactory years in the history of 
the Peoria Life. The company closed 
the year with practically $150,000,000 of 
business in force. The net increase for 
1927 amounted to $17,088,327. The in- 
crease in assets was about $2,000,000. 
A return of 6 percent on investments 
was recorded for the year and the re- 
newal ratio was 86.3 percent, a termina- 
tion of only 13.7 percent from all causes 
including death claims. 


Awards Made 


Awards were made for superior rec- 
ords for production of new business, 
second year renewals, and total renewals. 
P. H. Huffstetler won the president’s 
cup for the highest percentage of pro- 
duction. T. A. Curnow and Joseph F. 
Skrinar won the conservation and serv- 
ice trophies for the best renewal records 
for the year. These prizes consisted of 
Gruen white gold watches handsomely 
engraved. 

Of particular interest was the repre- 
sentation from the new states which the 
Peoria Life entered in 1927—Oregon and 
Pennsylvania. The company is making 
excellent development in both of these 
states. 

New Rate Book 


The employes of the home office en- 
tertained the visiting managers with a 
dinner and an amateur revue, and the 
visitors were the guests of the officers 
and directors at a banquet the follow- 
ing evening. 

A new rate book with new premium 
rates and dividend schedules, new policy 
forms and other new material was intro- 
duced to the managers at this meeting. 
On their return to their agencies they 
will hold agency meetings in which this 
information will be passed along to * 
entire field force. 








| Western Missouri Agency Meeting 


The western Missouri agency of the 
Northwestern Mutual Life held its 
annual agency meeting in Kansas City 
last week under the direction of Sam 
C. Pearson, general agent, with 35 
agents in attendance. 

Urban H. Poindexter and John P. 
Davies, assistant superintendents of 
agencies, represented the home office of 
the company, and made the principal 
addresses. O. Sam Cummings, assis- 
tant superintendent of agencies of the 
Kansas City Life, was a guest speaker. 





talking on “Time Control—The Relation 
of Time to Production.” 

The western Missouri agency pro- 
duced $5,600,000 of paid-for business in 
1927, it was announced. The members 
of the agency imposed a quota of $7,500.- 
000 on themselves for 1928 





King on Agency Tour 


Russell King, superintendent of agents 
| of the Manhattan Life, left Tuesday for 
|a two weeks’ agency tour through th« 
| middle West. Mr. King will be in In- 
| dianapolis next Tuesday, to be a speaker 
| at the program of Indiana Insurance 
| Day. He will visit the company’s 

agencies throughout the middle western 
| and eastern territory and return to the 
| home office shortly before Feb. 1 
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ROUNDING OUT PLANS — 
OF AMERICAN COLLEGE 








Comprehensive Examination for 
Degree Will Be Given 
in July 





FEW EXPECTED TO APPLY 





Ensign in Charge of Work—To Name 
Central Points in Each 
State Later 





While the organization details of the 
American College of Life *Underwriters 
have been slightly delayed by the death 
of Edward A. Woods, 
college, and the absence on a 
tour of Dr. S. S. Huebner, dean of the 
college, details are now being worked 
out and it is expected that the first days 
of examination for the college will be 
given early in July. Everett M. Ensign, 
assistant managing director of the Na- 
tional Association of Life Underwriters 
and registrar of the American College 
of Life Underwriters, is in charge of 
the work and, together with those who 
have charge of specific development, is 
preparing in the order of procedure for 
these examinations. 

It is expected that some central place 
will be located in each state where the 
examination will be offered, probably to 
extend over two or three days 


president of the 
foreign 


Comprehensive Examination 


It will be a very comprehensive exam- 
ination and a successful completion to 
be awarded with the C. L. U. degree 
will represent a professional standing in 
the business. The examination will 
cover a broad range of subjects and will 
require extensive preparation. There 
will be five general subjects considered, 


life insurance fundamentals, life insur- 
ance salesmanship, general education, 
commercial law and finance. Five half- 


day examinations will be given, one de- 
voted to each of these subdivisions. Any 
man or woman over 21 years of age, 
having had at least five years of life in- 
surance experience, with a high school 
education or its equivalent, may apply 
for permission to take this examination. 
The degree to be issued, chartered life 
underwriter, will be the equivalent in the 
life insurance business of the C. P. A. 
degree in the field of accountancy. 


Will Be Difficult 


The examination is of such a nature 
that it is not expected there will be 
very great number apply for it. It will 
require considerable preliminary prep- 
aration and also the devotion of three 
full days at some central point in - 
State to the examination itself. Thus, 
will not attract those who are not def 
nitely interested in becoming properly 
qualified life underwriters with a profes- 
sional degree. It will make the degree 
represent a real accomplishment and 
give the holder of such a degree a real 
standing in his community. Life under- 
Writers generally throughout the country 
ay to this new development as one of 
he important developments of the busi- 
There has been much talk of pro- 
fessionalizing the business by improving 
the standard of representation, but this 
is the first tangible and constructive 
Program initiated by those in the field 
to attain the desired goal. 


Will Be Separate 


_In the meantime the issue of the Na- 
tional association certificate is being sent 
out by the head office of the National 
Association of Life Underwriters. This 
is an entirely separate matter and will 
continue in addition to the American 
College of Life Underwriters. The cer- 
tificates of the National associatien are 


ness, 
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CONNECTICUT MUTUAL HAS 
EDUCATIONAL CONFERENCE 





AGENTS VISIT HOME OFFICE 





President Loomis and Other Officials 
Address New Men Whose Pro- 
duction Merited the Trip 





were at the home 
Mutual Life 


Nineteen agents 
office of the Connecticut 
last week for a three-day intensive edu- 
cational conference, arranged for new 
agents whose production has already 
amounted to a sizeable figure, as set by 
the company as a requirement for at- 
tendance, 

The men made a trip through the 
home office building, following the com- 
plete course of an application, from the 
time it is received in the mail room until 
the completed policy is placed in the 
mails. Every department was visited, 
with department heads explaining to the 
visitors the workings of their respective 
departments and the relationship of that 
department to other allied departments. 

The agents were divided into groups 
ot two each and went from office to of- 
fice, spending about ten minutes with 
each officer ot the Company. In the eve- 
ning they were guests of the company 
at the president’s dinner. 


Agents Hear Speeches 


The agents heard a series of lectures. 
James Lee Loomis, president of the com- 
pany, spoke on “The Company—Its 
Aim.” Albert M. Hills, supervisor of 
applications, discussed “Underwriting 
Practices,” followed by Dr. Henry A. 
Martelle on “Medical Phases.” 

“The Company's Attitude on 
for Disability” was discussed by 
jamin W. Loveland, supervisor of 
claims. Thomas K. Dodd spoke on 
“Policy Contract Clauses.” He was fol- 
lowed by Edward C. Andersen on “In- 
come Agreements.” Miss Lelia E. 
Thompson, attorney, spoke on “Bene- 
ficiaries or Policy Titles.” 

The third morning session was opened 


Claims 


Ben- 


by Clifford R. Haskins, taking for his 
subject “Issuing the Policy and Your 
Part in It.” Frank S. Forbes, super- 
visor of agents’ accounts, discussed 
“Office Cooperation,” followed by E. 
Chester Sparver, supervisor of publica- 
tions, on “Agents’ Tools and Their 
Uses.” 


West With Acacia Mutual 


William H. 
field superintendent of the 
tual Life at its head office in Washing- 
ton, D. C. He started with the Con- 
necticut Mutual in 1920 as an agent. He 
then became an agency organizer, re- 
vamping the business in Pittsburgh, 
Cincinnati and Columbus for that com- 
pany. He then became assistant super- 
intendent of agents of the Midland Mu- 
tual Life 


West has been appointed 
Acacia Mu- 


being issued to those who qualify under 
an elaborate questionnaire. The associa- 
tion has issued 28 of these certificates 
thus far and others have been filed for 
approval. As for future development 
this is regarded as a running mate of 
the college, as it would naturally be the 
first step of the man seeking to put him- 
self on a professional basis. He would 
first secure the National association cer- 
tificate, which recognized his general 
ability and basic qualifications, and then, 


as his experience grew and time per- 
mitted it, he would seek the more im- 
portant certificate of the American 
College of Life Underwriters. 


The National association certificates 
are being issued now as application is 
made. No college certificate will be issued 
except at definite examination time. The 
first examination for the college certifi- 
cate will probably be held in the early 
part of July, the date and examinations 
to be announced later, and periodic ex- 
aminations will be given at later dates 





PENN. MUTUAL LIFE 
PROMOTES THREE MEN 


ONE NEW TITLE IS CREATED 


J. Howard Jefferies, Arthur B. Furner 
and Wallis Boileau, Jr., Are 
Rewarded for Service 


The Penn Mutual Life trustees, at 
their annual meeting last week, awarded 
promotions to three well known men of 
the agency department, creating for one 
of them the title of agency secretary 

J. Howard Jefferies, who since 1922 
has been assistant to the agency vice- 
president, is now agency secretary, and 
will work in close association with Vice- 
President Hugh D. Hart. Mr. Jefferies, 
who has had a long term of service with 
the Penn Mutual, has been identified 
with agency management as a member 
of the agency department for a long 
period. He is thoroughly familiar with 
the Penn Mutual field 

Two additional assistants to the vice- 
president in the agency department were 
appointed—Arthur B. Furner and Wallis 
Boileau, Jr. 

Mr. Furner joined the Penn Mutual in 





J. HOWARD JEFFERIES 


Agency Secretary Penn Mutual 

1909 as traveling auditor. From 1911 
to 1915 he had general agent's experience 
at Portland and Seattle. From 1915 to 
1922 he was a traveling representative of 
the agency department, and since 1922 
has been a prominent member of that 
departinent His promotion is well 
earned, and his intimate knowledge ol 
both field and home office conditions will 


be extremely serviceable in the com- 
pany’s agency-building program 
Wallis Boileau, Jr.. was the other 


recipient of the title of assistant to the 
vice-president. From 1911 to 1914 he 
was private secretary to George Whar- 
ton Pepper, general counsel of the Penn 
Mutual and former United States Sena- 
tor from Pennsylvania. In 1914 he 
joined the Penn Mutual as a member 
of the agency department, serving in 
various capacities, including that of edi- 
tor of the “News Letter.” until Nov., 


1917. From that time until 1919 he was 
in the service of the government, in 
which year he returned to the home 
office as a member of the home office 


was transferred to 
This varied ex- 
Boilleau for 


to Vice- 


agency. In 1920 he 
the agency department. 
perience well qualifies Mr 
his present duties as an assistant 
President Hart 


Abraham Lincoln Life Convention 


Twenty-five general agents of the 
Abraham Lincoln Life from. six 
attended a three-day convention of the 
general agents in Springfield Jan. 16-18 
F. M. Feffer, vice-president and agency 
director, was in charge of the meeting. 
H. B. Hill, president; Dr J.,R. Neal, 
secretary; J]. Fairlie, vice-pre sident and 
actuary, and A. D. Freyer, sales promo- 
tion manager, were other speakers. The 
annual banquet was held Tuesday night 


states 
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HOME LIFE AGENTS 
HOLD CONVENTION 


Plans Are Made for a Notable Ex- 
pansion in Building of 
Agencies 


IDE 


PRESIDENT SPOKE 


Attempt Will be Made to Increase the 
Size of the Average Policy 
Written 


NEW YORK, Jan. 19,—Plans for a 
notable expansion program featuring the 
company’s new preferred life policy were 
rounded out at the annual conference 
of general agents of the Home Life of 


New York, held here this w eek. James 
A. Fulton, superintendent of agencies, 
was in charge of the sessions and 


throughout the two days carried out the 
theme of agency building and the utiliza- 
tion of the company’s new policy in the 
1928 building plans. 


President Low Spoke 


President Ethelbert Ide Low was the 
first speaker, giving an address of wel- 
come and presenting a picture of the 
coming 


past year’s progress and_ the 
year’s prospects He said that new 
business increased 5 percent, premiums 


12 percent and assets increased appre- 
ciably. Preparations were made tor a 
new general program, including the issue 
of the new policy. As 1928 opens, the 
company is in readiness to launch into a 
new era of development. 


Keynote Was Agency Building 


building was the keynote of 
This was developed at 
the first session by John M. Holcombe, 
Ir. manager of the Life Insurance 
Sales Research Bureau. Mr. Holcombe 
told of the present day trends in agency 
management, saying that the manager 
of tomorrow must be a manager and 
not a personal producer. Vision and ef- 
ficient planning are essential to success- 
building. One of the factors 
stressed by Mr. Holcombe was that of 
scientific agency development, based on 
statistical analysis He said that in 
analyzing agency which are basic 
to success or failure, the average size 
of policy is a very vital item. 


Agency 
the convention. 


ful agency 


costs, 


How to Improve Profits 


Mr. Holcombe pointed to the experi- 
ence of agencies large and small, repre- 
senting all types of companies. He said 
that the greatest profits were to be 
found where the average policy size was 
greatest Verv small policy averages 
were invariably accompanied by net loss, 
while verv large ones resulted in very 
good profits. Mr. Fulton also cited this 
relationship of policy size. saying that 
the company ’s goal was always for an 
ever-increasing policy size, in the inter- 
ests of policyholder, company and agent 
alike. He said that the new policy of 
the Home was particularly fortunate in 
this connection, havieg in its first 
three months more than doubled the 
average policy size 


Dr. Whitney Spoke 


The various aspects of this new pol- 
icy were developed at the second session 
Dr. C. F. S. Whitney, assistant medical 
director. first spoke of its expected re- 
action on mortalitv, the policy being 
based on a favorable experience. Mr. 
Whitney particularly discussed the dis- 
ability rates and schedules, showing 
that an even greater care is essentia! 
in selection for this coverage than for 
the life risk itself Many cases are 
acceptable as life risks, but not as dis- 
abilitv risks. In citing disability statis- 
tice. he said that tuberculosis led, with 
37 percent of all cases. insanity and allied 
with 14 percent. and 
In the case of the 


causes was second, 
accidents came third. 
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NEW 
AGENCY 
CONTRACTS 


that will provide an entirely new 
basis of compensation and offer 
unique provisions for remunera- 
tion on renewing business are 
among the important changes in 
Amiérican Central practice effec- 
tive as of January 1,1928. These 
new appointment forms are par- 
ticularly designed to appeal to 
salesmen of ability and lasting 
ambition. They will be of little 
interest to men of any other type. 


GREATLY REDUCED 
PREMIUM RATES 
AND NEW FORMS 


also effective on January 1, 1928, 
will enable American Central 
fieldmen to write more and better 
renewing business. Coupled with 
the unique agency contracts, 
these rates and new forms place 
American Central men in an un- 
usually advantageous position. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 























first two, selection could be made to re- 
duce possibilities of « loss, though with 
the third little selection could be made. 


Analyzed New Policy 


W. J. Cameron, actuary, analyzed the 
effect of the new prefered policy on 
costs. He pointed out that the policy 
had many advantages, notably its value 
as an aid in agency building, attracting 
men of higher caliber, but very impor- 
tan is its relationship to cost item. It 
is expected to reduce lapses, increase 
the average size of the policy, improve 
mortality experience and reduce general 
overhead expenses, both at the home 
office and in the field. 


Can Cut the Expense 


Referring especially to the policy size, 
he said that formerly the average size 
was $3,000 and the net cost per policy 
for branch office expense was $1 per 
$1,000. Now the average size is $7,000. 
Even at $6,000, the expense would be 
cut one-half, to 50 cents per $1,000, for 
it costs no more to put through a $6,000 
policy than one for $3,000, in any de- 
partment. Similarly, home office ex- 
pense can be cut in half, so that a 
reduction in net cost of $1 per $1,000 is 
thus possible. If the medical depart- 
ment can likewise show a saving, net 
cost can be reduced by so much more. 
A reduced lapse rate will also effect a 
notable saving. 

General Agent as Business Man 


W. S. Gaylord, vice-president and sec- 
retary, spoke on the new position of the 
general agent as a business man, citing 
the trend away from the old style solic- 
itor to the man of affairs he must now 
become. He said that the general agent 
of 1928 must be a business man, familiar 
with and at home in the many contacts 
of this ever-expanding and interlocking 
business. Mr. Fulton closed the session 
with a summary of the company’s plans 
for the vear. 

The Wednesday session, in charge of 
Mr. Fulton, was devoted to a conference 
on agency building methods and plans, 
formulating a program for 1928. In the 
afternoon the General Agency Associa- 
tion held its anual meeting. 

The annual convention of honor roll 
agents of the company followed on 
Thursday, carrying through Friday. 
This also was devoted to the analysis 
of the company’s plans for 1928, empha- 
sizing the new policy and its place in 
the expansion program. 


CONFERENCES BEING HELD 
IN DIFFERENT PARTS 

Home office executives and local dis- 
trict managers of the National Life & 
Accident are holding a series of confer- 
ences to discuss their problems and con- 
sider plans and vrograms for the new 
year. The western division managers 
met in Dallas last week. Next week the 
southern division will meet in Atlanta. 

The northern division conferénce met 
in Cincinnati this week. Thirty-two dis- 
tricts were represented. Home office 
officials present at the Cincinnati confer- 
ence insluded C. A. Craig, president: 
Vice-Presidents W. R. Wills, T. Leigh 
Thompson, E. W. Craig and E. B. Ste- 
phenson; Secretary-Treasurer W. S. 
Bearden; W. R. Craig, manager purchas- 
ing department, and C. S. Smith, editor 
of “The Shield,” the weekly publication 
of the company. 

The National Life & Accident now 
has 105 districts in 21 states. Its assets 
increased last vear by $3,000,000 and now 
has touched the $20,000,000 mark. The 
company has $72,000,000 of ordinary life 
in force, and in both the ordinary and 
industrial departments the total reaches 
$275,000,000. 


Division A Men Meet 


NEW YORK, Jan. 19.—At the an- 
nual meeting of Division A _ superin- 
tendents of the Prudential, covering 
New York and adjacent territory, held 
last week, D. F. McGillicuddy was elected 
president to succeed J. Conrad Schnei- 
der and Henry Loebe was elected sec- 
retary. Plans for the year were dis- 
cussed. 





PRESENT DAY TREND 
IN AGENCY PLANNING 


John M. Holcombe Points Out Im- 
portant Facts in Successful 
Building of Business 


TALKS TO HOME LIFE MEN 


Declares That There Will Be a Sep- 
aration of Solicitation and Man- 
agement in the Field 


NEW YORK, Jan. 19.—Present day 
trends in agewcy management, particu- 
larly the new phases of efficiency being 
adopted by life managers, were sketched 
by John M. Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau, speaking before the opening 
session of the general agency conference 
of the Home Life of New York. Mr. 
Holcombe viewed 1927 in retrospect and 
told of the probable and essential devel- 
opments which are to be expected for 
the coming year. 


Outstanding Trend Seen 


Mr. Holcombe first stated that prob- 
ably the outstanding trend of the com- 





JOHN M. HOLCOMBE 


Manager Life Insurance Sales Research 
Bureau 


ing year will be the separation of solic- 
itation and management. This has been 
gradually developing during recent years 
and now the business is in readiness to 
revert from the type of_manager of 10 
years ago, who was chiefly a personal 
producer and incidentally a manager. A 
new type of general agent and man- 
ager must be developed to maintain the 
pace of the business. It has been found 
that a manager must be a manager and, 
though he may still write some personal 
business incidentally, that must be 
purely incidental. Agency manage- 
ment in its manifold contact and re- 
sponsibilities must take a new course. 
Efficient management requires definite 
training. This has been going on for 
some time, so that today the field forces 
are ready for the new order of things. 


Agency Planning 


One of the items stressed by Mr. Hol- 
combe was that of agency planning. He 
pointed out that this is the basic prob- 
lem of efficient management. No man- 
ager can deserve the title unless he truly 
manages the affairs of his agency and 
his agents. He must plan for the future. 
This requires a keen foresight, and Mr. 
Holcombe said that the successful man- 
ager would be the one with a 10-year 

(CONTINUED ON PAGE 32) 
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FOUR CITIES SPONSOR 
NOVEL SALES CONGRESS 





TO MEET DAY IN EACH CITY 





Impressive Array of Speakers 
Will Address Meetings in 
Every City 


Large, 





KANSAS CITY, MO., Jan. 19.—The 
Life Underwriters associations of St. 
Louis, Kansas City, Tulsa, Okla., and 
Wichita, Kan., are sponsoring a four- 
day sales congress to be held in each of 
these four cities on successive days be- 
ginning on Feb. 1. An impressive array 
of speakers has been secured for the 
sales sessions with Roger B. Hull of 
the National Life Underwriters Associa- 
tion heading the list. The first meeting 
will be held in St. Louis on Feb. 1, fol- 
lowed by a meeting in Kansas City on 
Feb. 2, Tulsa on Feb. 3 and Wichita on 
Feb. 4. Each meeting will occupy the 
entire day and will be followed by a 
banquet with a local speaker in the eve- 
ning. 

Mr. Hull will speak on “Can the Life 
Underwriter Go It Alone?” Chester O. 
Fischer, vice-president of the National 
association and manager of the Massa- 
chusetts Mutual in St. Louis, will give 
an address. Mansur B. Oakes, president 
of the Insurance Research and Review 
Service of Cincinnati, will be another of 
the speakers, taking the subject, “How 
to Eliminate Your Greatest Drawback.” 
In addition to these speakers each life 
underwriter group will be represented 
by a speaker. George H. Forsee of the 
Sam C. Pearson agency of the North- 
western Mutual Life will represent the 
Kansas City Life Underwriters Associa- 
tion, with the subject, “Income Insur- 
ance.” Frank M. See, manager of the 
Union Central in St. Louis, will take the 
subject, “Meeting Competition.” Harry 








TRAVELERS’ MANAGERS TO 
GATHER AT HARTFORD 


FROM ALL PARTS OF COUNTRY 





Expect 200 Representatives of the Three 
Companies at Annual Meeting 
to Discuss Plans 





Two hundred representatives of the 
Travelers, the Travelers Indemnity and 
the Travelers Fire will attend the con- 
icrence of managers to be held at the 
home office Jan. 24-27. 

Branch office managers of the three 
Travelers companies from almost every 
state in the country and from several 
provinces in Canada will be present at 
the conference. The managers are com- 
ing from 78 cities in the United States 
anc seven in Canada. 

It has been the practice of the Trav- 
elers for years to hold a conference of 
its managers in January for a frank dis- 
cussion of its business and for the for- 
mulation of plans for the year. A num- 
ber of joint meetings of all the managers 
will be held, and separate meetings are 
planned for the managers of each line 
of insurance. 

Every section of the United States 
will be represented at the conference, 
as managers are to attend from the Pa- 
cific coast, the far northwest, the south- 
west, the middlewest and the far south, 
in addition to the east. 


W. Stanley, general agent of the Equi- 
table of lowa in Wichita will talk on 
“Business and Corporation Insurance,” 
and M. M. Mahaney, tax counsel for 
Cahill & Co. of Tulsa, will talk on some 


phase of taxation. Charles T. Evans, 
vice-president of the Home Life of 
Little Rock, will discuss “Other Aids to 


Selling.” 





LIFE INSURANCE EDITION 


FIELD SUPERVISORS OF 


INTERNATIONAL CONFER 





N 


GUARDIAN LIFE OFFICERS 
HOLD REGIONAL MEETINGS 





HOME OFFICE MEN SPEAKERS | PRESENT DEVELOPMENT PLANS 





— 


President Toombs and Heads of Various | Superintendent of Agencies James A. 


Departments Discuss Problems With 
Visiting Group 





ST. LOUIS, Jan. 19.—A conference 
of field supervisors for the International 
Life was held in St. Louis, Jan. 16-18. 
W. F. Grantges, vice-president and 
manager of agencies, was in personal 
charge of the conference meetings, while 
several of the home office officials were 
among the speakers. President Roy C. 
Toombs delivered the address of wel- 
come and Vice-president E. F. Morgen- 


stiern gave one of his unique talks on | 


personnel. 

Other speakers during the three days 
included Vice-president T. J. McRey- 
nolds, who discussed financial and in- 
vestment plans of the company; Judge 
Charles G. Revelle, general counsel, who 
spoke on legal phases of life insurance, 
and Dr. George Rendelman, medical 
director. Vice-president W. J. Hampton, 
in charge of the policy department, and 
T. C. Rafferty, chief actuary, discussed 
the work of their departments, while 
G. A. Youngerman gave details of the 
company’s plans for handling group and 
association contracts and _ reinsurance. 
S. O. Kennedy, comptroller, and R. M. 
Cooper, assistant auditor, were also on 


the program, and talks were also made | 
| which has undergone broad development 


by some of the visiting supervisors. 


Leo Stamm to Address Agents 


Leo R. Stamm, Chicago manager of 
the Acacia Mutual Life, will address the 
home office convention of the Wiscon- 
sin Life at Madison Jan. 27. His sub- 
ject will be “Possibilities in the Life 
Insurance Profession.” 








McLain and Assistant Meet 
Agency Managers 


Plans for the further development of 
its agencies have been formulated by 
the Guardian Life and will be presented 
to the agency managers at a series of 
regional group meetings. 

Superintendent of Agencies James A. 


McLain and Assistant Superintendent 
Frank F. Weidenborner, Jr., left for 
Atlanta, Ga., for the first of the series 


of managers’ conferences, that of the 
southern agencies, which is being held 
there this week. 

Two days after that conference, the 
managers of the eastern district agencies 
will meet in Washington, D. C., for a 
three-day get together. Mr. McLain 
and Mr. Weidenborner will then leave 
for St. Louis, where the western dis- 
trict managers will convene. : 

Following the St. Louis meeting, Su- 
perintendent McLain will continue on to 
the Pacific coast for conferences with 
the Guardian Life managers in that ter- 
ritory. Mr. Weidenborner will make an 
extensive trip through the field. 

A comprehensive and interesting plan 
of agency development has been de- 
vised for 1928, with the view of further 
strengthening the Guardian field force, 


in the course of the company’s rapid 
progress in recent years. 


Jeremiah F. O'Neil of Cambridge was 
given a month's suspended sentence tn 
jail in the Boston municipal court for 
the larceny of portions of life insurance 
premiums collected for the Massachu- 
setts Mutual Life. O'Neil is to make 
restitution. 
































The Continental Companies 
CHICAGO 





panies. 

















know about us. 


and service. 


E are anxious that every insurance agent 
know more about the Continental Com- 
This desire to tell our story comes 
from the fact that we believe we have some- 
thing of interest to say. 


Those who guide the destinies of the Continen- 
tal Companies have constantly built with an 
eye to the future. The most progressive prin- 
ciples have been used in creating what we be- 
lieve is today the most efficient and complete 
insurance agency service available. 


In the insurance trade paper we will open the 
pages of this “Book About Ourselves” at vari- 
ous times during this year. 
read such things as we think you will care to 


The Agency Department is always glad to con- 
sider applications from agents anxious for bet- 
ter or more complete underwriting facilities 


Continental Casualty Company 


Continental Assurance Company 
H. G. B. ALEXANDER, PRESIDENT 
910 SOUTH MICHIGAN AVENUE 


On them you will 


CHICAGO 
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PARKINSON POINTS 
OUT AGENTS’ DUTY 


Tells Salesmen They Should Ren- 
der All Possible Service to 
Policyhloders 


LAPSE WASTE 


‘ 


SHOWS 


Proceeds of Life Insurance Should Be 
Properly Safeguarded to Protect 
the Beneficiaries 


NEW YORK, Jan. 19.—Improved 
methods of solicitation are urged by 
President Thomas I. Parkinson of the 
Equitable Life of New York in his first 
annual letter to the agency force. The 
total of 1927 paid business is announced 
as $806,987,661, slightly less than the 
1926 total though an increase of $22,000,- 





THOMAS I, PARKINSON 
President Equitable of New York 


000 in annuities, which aggregated $83,- 
122,725 made the greatest year’s total in 
the company’s history. 


Refers to Year’s Work 


Mr. Parkinson urged the agents to 
view the year’s prospects and plan to 
develop their business accordingly, to 
make immediate use of the best appor- 
tunity and minimize possible changes to 
less favorable conditions. Referring 
particularly to the coming year’s work, 
he said in part: “Although life insurance 
is essential to every man, it is unfortu- 
nately true that men must be per- 
suaded to protect themselves and their 
families by his simple and effective 
means. It is your function so to per- 
suade them and thus to render a signal 
service to the community. This, how- 
ever, you cannot do if you concern your- 
selves only with the haphazard placing 
of a policy. No insurance can wholly 
fulfill its purpose that does not strictly 
meet the needs of each particular case. 


Waste in Lapsation 


“Even this, however, is not enough. 
Nothing is so extensive and so waste- 
ful to the insured as a policy which 
has been allowed to lapse. Indeed the 
rate of lapse is a very true indication 
of the effectiveness of an agent’s effort. 

“I urge you, therefore, in the coming 
year particularly to direct your efforts 
not only to the sale of the proper form 
of life insurance, but more particularly 
to the keeping in force of the insurance 
which once has been placed. 

“But even when you do this, you will 
not have performed every part of your 





SECURES MUCH BUSINESS 
FROM OLD POLICYHOLDERS 


EQUITABLE OF IOWA RECORD 
Over 36 Percent of Total Is Repeat 


Business—Agents Reach New 
High Marks 





The total paid for business secured 
from old policyholders during December 
was $4,551,041 which was 40.38 percent 
of all paid for business secured during 
the month. For the year 1927 a new high 
mark was established with the writing of 
36.97 percent from old policyholders, the 
Equitable Life of Iowa reports. 

J. A. Mason of the New York City 
agency secured $462,841 from old poli- 
cyholders in 1927, being the leader among 
all agents for the year. This production 
was 83.2 percent of his total for the 
year. Mr. Mason led all agents of the 
Equitable Life of Iowa in production 
from old policyholders during November 
and was also the leading Bg se pro- 
ducer for that month. J. D. Wainwright 
secured $460,000 from old policyholders 
for the year. 

G. W. Farley of the Toledo agency, 
who was among the leading personal 
producers for the year, secured 95.8 per- 
cent of his total paid for business from 
old policyholders. Mr. Farley’s paid for 
business for 1927 was $232,501. 








insurance service, unless you haye used 
every means to persuade those who de- 
sire the protection of insurance to dis- 
pose of the proceeds of their policies in 
such a way as to be secure against the 
inexperience and carelessness of the ul- 


timate beneficiaries, so that the very 
purpose for which life insurance was 
created may not be vitiated. You all 


know that in the great majority of cases, 
the proceeds of an insurance policy rep- 
resent the only estate left for the pro- 
tection of widows and children. 


“I hope that you may use all your 
force of persuasion to the end that in- 
creasing use is made of the various 
forms of policy settlement which have 
been. devised, so that the company may 
continue to provide protection for the 
beneficiaries. Then, and then only, will 
you have done your part in furnishing 
that invaluable service of protection 
against the hazards of life which is the 
essence of life insurance. The agent 
who only places a policy without regard 
to the future protection of its bene- 
ficiaries, has sold a commodity but has 
failed to render a service. 


Should Study Each Case 
“We shall, of course, do everything 
we can to furnish you both with the 
technical material and with the train- 
ing which will fit you best to render the 
high service you are called upon to per- 
form in the community. But all our 
efforts will prove fruitless unless you 
apply yourselves on the ground to the 
intensive study of the needs peculiar to 
each member of your community. You 
alone can judge of this, and unless you 
are constantly alert to discover these 
needs and to find the form of protec- 
tion which yields the greatest protection 
at the lowest cost to the insured, our 
efforts to help you will be wasted.. In 
this matter, self education on your part 
must go hand in hand with the instruc- 
tion which we can and will furnish you.” 


Kley Speaks in Milwaukee 


Michael Kley, superintendent of the 
‘immigration and citizenship bureau of 
the Metropolitan Life, was the principal 
speaker at the mid-winter district coun- 
cil of the Kiwanis Club in Milwaukee 
last week. He spoke on “Citizenship 
and Opportunities for Civic Service” and 
outlined the need for the training of 
immigrants. The district convention 
embraced delegates from Wisconsin and 
upper Michigan. 





BANKER ADDRESSES 
LIFE TRUST MEETING 


COVERS HIS SUBJECT FULLY 


Vice-President Stephenson of Wachovia 
Bank Attracts Large Crowd to 
Chicago Session 


Gilbert T. Stephenson, vice-president 
and trust officer of the Wachovia Bank 
& Trust Company of Raleigh, N. C., 
made a lucid and comprehensive address 
on personal life insurance trusts at the 
joint meeting of the Northern Trust 
Company of Chicago and the Chicago 
Association of Life Underwriters on 
Tuesday this week. Comment on Mr. 
Stephenson’s contribution after the 
meeting was all to the effect that his 
was the best talk on trusts that has been 
heard since the series began last fall. 

“Personal insurance trusts,” Mr. Ste- 
phenson said in his introduction, “are 
distinct from trusts created primarily 
for business or charitable purposes, and 
date back to 1851, when an English 
court held that it is proper to create a 
trust for paying the premiums on life 
insurance policies. This case forms the 
basis on which is built the structure of 
the funded personal life insurance trust.” 


Trust History Reviewed 


The banker traced the growth of the 
insurance trust from that time until the 
present, showing how funded, cumula- 
tive and unfunded trusts differ from one 
another, and also explaining the distinc- 
tion between the revocable and the irre- 
vocable trust. “More trusts have been 
created in the United States since the 
close of the World War than were cre- 
ated in ail the time preceding that 
event,” he said, “but the trust idea has 
been a part of American life insurance 
and banking for at least 30 years.” 

Developing an argument for the crea- 
tion of life insurance trusts by agree- 
ment, Mr. Stephenson said: “There 
seems to me to be no advantage in cre- 


ating such a trust by will and every 
advantage in creating it by agreement. 
It very rarely is necessary or desirable 


to create an irrevocable trust. I think 
that a great risk of criticism and even- 
tual loss of good will is run when we 
advise creation of irrevocable trusts. 


“Trusts Multiply Benefits” 


“Life insurance trusts have so many 
powers to multiply the benefits of life 
insurance that not all of them can be 
given now. Some of the outstanding 
advantages are: they reduce lapsation, 
permit the carrying of insurance in 
amounts sufficient for full protection, 
safeguard the proceeds of insurance poli- 
cies, make possible the exercise of dis- 
cretion in the administration of these 
proceeds and bring the beneficiaries into 


personal contact with persons whose 
acquaintance wi!l be valuable in later 
life. 

“Negligence, I believe, and lack of 


funds are ‘the principal causes of lapsa- 
tion. Most insurance lapses because of 
lack of funds. This lack can be fore- 
stalled through the medium of the trust, 
and any trust company will go the limit 
to keep in force insurance in which it 
it named as trustee. 


Young Man’s Protection 


cumulative insurance 
unharnessed agency 
through which the young business or 
professional man can recreate his life 
value for the benefit of his family. Such 
a man usually cannot in the early years 
of his career place in trust enough se- 
curities to create a funded trust, but by 
additions to the securities in his cumula- 
tive trust he can transform it into a 
funded trust at some point in his career.” 

Mr. Stephenson in closing said he 
thinks a danger for the insurance busi- 
ness inheres in the phrase “dissipation 
of insurance proceeds,” and that for this 


“I believe the 
trust is the one 





GREAT WORK IS DONE 
BY THE LIFE AGENT 


P. M. Fraser Shows What Oppor- 
tnities Are Before the Ener- 
getic Salesman 


LARGE FIELD AT HAND 


President New York Life Underwriters 
Association Urges Them to Make 
Every Minute Count 


SPRINGFIELD, MASS., Jan. 19.— 
Peter M. Fraser, New York general 
agent for the Connecticut Mutual Life 
and president of the New York Asso- 
ciation of Life Underwriters, in an ad- 
dress before the January meeting of the 
Springfield Association of Life Under- 
writers gave a brilliant picture of the 


opportunities open before the agent 





P. M. FRASER 
President New York Life Underwriters 
Association 
made his 


today, pointing out that he 


own business opportunities to the scale 
desired. 
Ultimate Goal Is Success 


Mr. Fraser said in part: “We all 
agree that the ultimate goal of every 
man in business—not only in this busi- 
but every business—is success. We 
are all striving for this, and to my way 
of thinking, it is the topic nearest and 
dearest to our hearts. To make a suc- 
cess of any business you must, first o! 
all, have the opportunity. I believe that 
life insurance gives that to every man. 
In fact, I believe it is a God-given op- 
portunity. Of course, it has no value. 
Even a contract paying 90 percent com- 
missions would have no-value unless a 
man actually works consistently to avai! 
himself to the utmost of this oppor- 
tunity. 

“In making a success of life insurance 

(CONTINUED ON PAGE 17) 


ness, 





substitute the 


pro- 


each underwriter should 
phrase, and the idea, “insurance 
ceeds consumed in the use.” He 
that since such a small percentage 0! 
the American people is uninsured, it 1s 
not to be wondered at that, as statistics 
prove, the majority of life insurance pro- 
ceeds are consumed in the use in 4a 
period of seven years. 

The next joint trust meeting, to be 
held Feb. 7, will be addressed by M. Al- 
bert Linton, vice-president of the Prov- 
ident Mutual Life. 


said 
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EXPERIENCE OF 1927 IS 
REVIEWED; PLANS MADE 


FEDERAL LIFE AGENTS MEET 





Leading Producers of Company At- 
tend Biloxi, Miss., Convention— 
Sessions Are Educational 





Leading producers of the Federal Life 
of Chicago met in annual convention at 
Biloxi, Miss., Jan. 16-18. Three morn- 
ing sessions, for each of which an in- 
teresting educational program was ar- 
ranged, were held, and the afternoons 
were given over to recreation. The 
home office was represented by Isaac 
Miller Hamilton, president; George 
Barmore, vice- -president; E. C. Budlong, 
vice- president and superintendent of ac- 
cident and health agents and assistant 


superintendent of life agents; L. D. 
Cavanaugh, vice-president. 
Accident, Health Discussed 
All of the first day’s session was 


given over to discussion of accident and 
health business and policies with the ex- 
ception of an address made by E. B. 
Forsythe of Missouri on “Securing 


Prospects from Policyholders.” The 
first address on Tuesday morning was 
made by Vice-President Cavanaugh. 


His subject was “The Company’s Prog- 
ress to Date and Its Future Goal.” 
Other subjects on the Tuesday program 
were “The Agency,” “Consecutive 
Weekly Production,” “Conservation of 
Business,” “The Non-Medical Plan and 
Its Advantages,” “The Child’s Educa- 
tional Endowment Policy,” “Participat- 
ing or Non-Participating—When and 
Why.” 

Election of officers of the Inner Circle 
Club was held Wednesday morning. 
Following the election addresses on 
“Successful Selling Methods,” “Selling 
Accident and Health Insurance in Rural 





METROPOLITAN PAYS OVER 
$100,000,000 IN CLAIMS 





SUM FOR 1927 SETS RECORD 





Mortuary Dividends and Death Claims 
Amount to $103,067,138 for 
Past Year 





NEW YORK, Jan. 19.—For the first 
time in its history, the Metropolitan Life 
in 1927 paid more than $100,000,000 in 
death claims under life policy contracts. 
The exact amount paid in claims was 
$100,256,355, to which were added mor- 
tuary dividends of $2,810,773, bringing 
the total paid such beneficiaries by this 
one company to $103,067,138. 

The number of claims totaled 349,007. 
There were 37,804 claims in the ordinary 
department, in which are included those 
of group certificate holders and 311,203 
industrial claims. The ordinary claims 
amounted to $51,974,395.84, while the 
industrial claims were for $48,281,959.24. 

In 1926 the number of claims was 348,- 
188, for a total of $92,524,594.39, exclu- 
sive of mortuary dividends. 








Communities,’ and “Accident and 
Health Policyholders as Prospects for 
Life Insurance’ were made. Through- 
out the three days, general discussion on 
the subjects of the address followed the 
addresses themselves. 


Scott Made Supervisor 


W. A. Scott, special agent of the 
home office agency of the National Life 
& Accident at Nashville, has been pro- 
moted to supervisor of the ordinary de- 
partment. Mr. Scott has been with the 
company since June, 1923, writing ordi- 
nary only, and has averaged $250,000 
paid-for business yearly since joining 





the home office agency. 


DISTRICT CHIEFS IN 
ANNUAL CONVENTION 


—_—— 


SUN LIFE MANAGERS MEET 





H. O. Leach, Superintendent of Agen- 
cies, Presided at Conference Held 
in Louisville 





LOUISVILLE, Jan. 19.—H. O. 
Leach, superintendent of agencies for 
the Sun Life of Canada, and five other 
officials of the company arrived in Louis- 
ville Monday, for a three-day convention 
of district managers starting Tuesday, 
at which approximately 40 company men 
were present, including home office men, 
district managers and some assistant 
managers. 

Accompanying Mr. Leach were: J. S. 
Ireland, assistant superintendent of agen- 
cies; McIntosh, inspector of 
agencies; J. P. Mabon, assistant actuary; 
George W. Bourke, chief of the mathe- 
matical department, and A. V. Fortye, 
secretary of agencies. The meetings 
ended with a dinner Thursday. Mr. 
Leach presided at the sessions. Ex- 
pansion of the agency plant and other 
matters were on the program. 

At the close of the convention Mr. 
Leach and his assistants attended the 
opening of the company’s new district 
office in Louisville on the 14th flocr 
of the new Heyburn building, Fourth 
and Broadway, which is now neariny 
completion. 

The Louisville plant will be in charge 
of W. B. Alsip, district manager, who 
comes here from Indianapolis, where he 
has been connected with the district of- 
fice. The company was admitted to 
Kentucky about six momths ago 


Life insurance is the capitalization of 
human power, the fruition of unwrought 
plans, the present value of time not yet 
arrived, a salvage, not a loss. 





LEGISLATURE CHOOSES 
DEPARTMENT LEADER 


ELECT NEW COMMISSIONER 





Sam B. King Chosen Insurance Super- 
visor by South Carolina Legislature 
to Succeed McMahan 





Sam B. King of Greenwood, S. C., 
has been elected insurance commissioner 
of South Carolina by the legislature. 
John J. McMahan was defeated by a 
vote of 100 to 44. The latter’s term ex- 
pires on April 2 and it is presumed that 
Mr. King will take office at that time. 

Mr. King is president of the Southern 
States Realty Company and also con- 
ducts a general insurance agency. He 
has been elected a member of the state 
general assembly three times. In 1927 
he resigned in order to become a candi- 
date for the office of insurance commis- 
sioner, since the law of the state does 
not permit the legislature to elect one 
of its own members to office. Mr. Mc- 
Mahan has been commissioner since 
1921 and he was appointed to the posi- 
tion by the governor of the state to 
succeed W. A. McSwain, who resigned. 
He was re-elected consecutively in 1922- 
24-26. 


John Hancock Men Will Meet 


Between 40 and 50 John Hancock 
Mutual Life men who participated in 
the production campaign recently put 
on in Indiana will meet in Indianapolis 
Jan. 23, immediately preceding the In- 
diana Insurance Day program, Jan. 23- 
24. Production for the coming year will 
be the subject of consideration at the 
meeting. Final computations of the In- 
diana agency’s production showed that 
the 1927 quota was exceeded by $150,000, 
the quota having been $6,000,000. 





agency, 


Indemnity. 


basis. 








in the State of Minnesota. 
then here is your opportunity. 
and non-forfeitable renewals. 


Our policies are fair and liberal, the net cost on a low, competitive basis. 
are written with or without Total and Permanent 


ing is here to stay. 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 
from nearest age 10 to nearest age 60. 


Why not investigate ? 





MINNESOTA 


E are now ready to offer to acceptable men Direct Home Office General Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


Premium 


Disability, 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
Every policy issued by this company may be sold on the monthly installment 
It is issued on a very 


Serve and Succeed With The 


A. L. HEREFORD 


President 


Springfield Life Insurance Company 
SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 
Superintendent of Agencies 


All Standard Policies 
Waiver 


Write direct to the Home Office. 


and Double 
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SET NEW LOW RECORD 





Report of Life Presidents Associa- 
tion Shows Great Savings Over 
1926 Death Rate 





LOWER THAN 1921 MARK 





Experience of 52 Life Companies Re- 
flects Improved Health Conditions 
Throughout Country 





NEW YORK, Jan. 18.—Despite an in- 
crease of more than 9 percent in fatali- 
ties from automobile accidents over 1926 
and a rise in other violent deaths, the 
general death rate in the United States 
was much lower than usual in 1927, 
according to a report to the Association 
of Life Insurance Presidents by Mana- 
ger George T. Wight. The indications 
are that 1¢27 had a health record equal 
to, it not better than, that of 1921, the 
best in the country’s public health his- 
tory. Fifty-two leading companies trans- 
acting the major portion of the life 
insurance business in the United States 
experienced a decrease in the death 
rate of their policyholders from 878.1 
per 100,000 in 1926 to 823.5 in 1927. 
This means there was a saving last year 
f 54.6 lives among each 100,000 policy- 
holders. 

Is Best on Record 

The rate for 1927 is derived from the 
companies’ actual experience during the 
first ten months of the year, adjusted to 
a yearly basis. Applied to the whole 
population of the country, the reduction 
in the death rate, says the report, not 
only demonstrates that the United States 
was much healthier in 1927 than in 1926, 
but also indicates that 1927 probably 
was the healthiest year yet experienced. 

However, in comparing the 1927 death 


rate with that of the year before, Mr. | 


Wight poirts out, it should be kept in 
mind that the 1926 death rate was well 
ibove the trend of recent years and, 
taken by itself as a basis of comparison, 
would unduly emphasize the savings of 
1927. The real significance of the im- 
proved death rate of 1927 is gained when 
compared with death rates further in 
the background. Thus, it is encourag- 
ing to note that the 1927 insurance death 
(CONTINUED ON PAGE 15) 








NEW ANNEX BUILDING 
FORMALLY DEDICATED 


UNION CENTRAL WAS HOST 
Some of the Features of the Last Day 


of Agency Convention in 
Cincinnati 





CINCINNATI, Jan. 18.—Tuesday 
afternoon the dedication exercises of the 
new annex building of the Union Cen- 
tral Life were held in the convention 
hall, atended not only by most of the 
field men but by a large number of Cin- 
cinnati people who were interested in the 
historic site of the old Burnet House, 
built on the property of Judge Jacob 
Burnet, one of the pioneers and early 
leaders of the city. The speakers on 
this occasion were Vice-President Geo. 
L. Williams, who gave an interesting 
talk on the importance of Cincinnati as 
an insurance center; Treasurer Jesse R. 
Clark, Jr., who discussed the influence 
and scope of life insurance investments; 
John L. Shuff, who gave one of his 
inimitable talks on the place in life ih- 
surance occupied by the Union Central, 
and by F. W. Garber, one of the archi- 
tects of the annex, who explained the 
symbolical figures on the ouside of the 
building. 

Judge Murphy’s Talk 

The most interesting address of the 
dedication ceremonies was that by 
Judge Clarence Murphy of Hamilton, 
Ohio, chairman of the executive com- 
mittee, whose father was one of the 
organizers of the company, which was 
initiated by a group of Hamilton men 
and the first organization meeting of 
which was held in that city, a few miles 
from Cincinnati. Judge Murphy de- 
tailed some of the early history of the 
company which has not yet been pub- 


lished. His address is an important 
contribution to its history. 
Medical Director’s Address 


Aiter the dedication exercises the 
agents resumed their session and lis- 
tened to a talk by Medical Director Dr. 
Wm. Muhlberg, who made interesting 
« mments on the new book goten out 
by the company, written by him, on med- 
ical rulings governing occupations, etc. 
Following Dr. Muhlberg, Jerome Clark, 
the brilliant young assistant superin- 
tendent of agencies, gave an inspirational 
talk which went over big. Darby 
Day, Chicago manager, who was 
warmly welcomed at this convention by 
his associates in home office and field 
and from whom big things for the 

(CONTINUED ON PAGE 16) 





HILLSMAN TAYLOR IS 
NOW THE PRESIDENT 


MISSOURI STATE ELECTION 


Two Prominent Men Have Been Added 
to the Board—J. E. Caldwell Is 
Made Chairman 


Hillsman Taylor, executive vice-presi- 
dent of the Missouri State Life, was 
elected president this week at the annual 
meeting. He succeeds M. E. Singleton, 
who resigned some months ago. Mr. 
Taylor has been the practical head of 
the company since he was sent to St. 
Louis by Rogers Caldwell, whose syn- 
dicate purchased the controlling interest. 
Mr. Taylor has developed remarkably 
along life insurance lines since taking 
charge of the company and has stamped 
his personality on the organization. He 
is regarded as resourceful and construc- 





HILLSMAN TAYLOR 


Caldwell was elected 
chairman of the board. Charles S. Sar- 
gent, junior vice-president of Kidder, 
Peabody & Co. of New York, and Dr. 
Bruce Ryburn Payne, president of Pea- 
body College of Nashville, were elected 
directors. 


tive. James E. 


Lon D. Ferguson of the Lorick & 
Vaiden agency of the Missouri State Life 
has been elected president of the 
Thomasville, Ga., Kiwanis Club. He has 
been with the Missouri State Life for 18 
months. 








FIGURES FROM DECEMBER 31, 1927 STATEMENTS 
COMPANIES 
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Total New Bus Ins.in GaininIns. Prem. Total Pd. Policy- Total 
Assets Capital Surplus 1927 Force in Force Income Income holders Disburs. 
$ $ 
Amicable Life, Tex... 7,093,297 820,000 817,981 . ,280,476 654,467 1,474,558 
mamipere EAR, Bc cccs 3 scesece seeaeee ecveccosee Ce.  rdreced ~CQeeenee! <enetes »-aeseue 
Bus. Mem’s ASBEP...00 cosccee evesese  ceseces 3, Ls ccoccane dnenese ~ snancae 
Cedar Rapids Life.... 3,298,245 100,000 173,575 A ‘ ; 580,372 198,448 449,881 
Citizens Life, La..... 111,512 20,000 13,338 83, 1,256,670 - 101,012 26,249 92,056 
Columbian Natl. Life. .....+-  «ssseces seseses 34,890,429 212,843,534 8,320,032 ....... 
mtinental Life, Del. 10,000,979 652,350 1,112,370 15,146,182 78,602,759 7, 2,074,676 
Equitable Life of Ia.. 86,305,366 700,000 4,511,301 91,382,403 528,091,611 52 16,223,321 
Farmers & Bank. L.. 7,441,613 275,000 352,575 10,565,642 46,873,852 1, 1,408,761 
Farmers Natl. Life... 3,998,221 200,000 310,907 8,270,288 40,076,465 3, 1,077,728 
Farmers N. Mut...... GEG2eS 80s ce ew anees 44,521 2,291,500 8,548,750 1, 282,665 
Franklin Life, Ill.... 24,027,510 100,000 1,107,374 35,715,983 201,354,817 9 5,423,891 
Louisiana St. Life.... 1,869,232 250,000 100,474 7,829,837 21,114,352 4, 524,681 631,576 
Minnesota Mut. Life.. 17,248,131 ....... 1,255,917 33,676,872 145,585,288 12,$ 4,329,137 5,306,093 
Modern Life, Mimm... <ccccee ceecess  seecees 2,205,135 9,249 1 BOBE.TIS .ccccese sceecses sessese  ceoesece 
i, SO DD veces, .oceeees <Seseees samosas 28,410,458 136,730, 11, iibtub+  tebkans. ~¢ohenint ‘ehesthnh 
Natl. Guardian Life.. 4,807,856 100,000 382,734 6,718,032 38,122,2 2 1,160,802 1,438,462 776,318 
a Tune mx. WON. seeeene caapace chad ees 7,626,348 43,883, S.165,386 .ccccce _cossess _eeessse _coseses 
Northwestern Natl. L. 29,379,434 1,100,000 2,264,483 51,190,685 257,825, 23, 7,039,364 9,049,051 423,555 5,769,472 
Ohio Natl. Life....... 8,758,283 500,000 313,000 16,571,321 70,090, 5 2,107,569 2,713,606 667,538 1,663,415 
Pan-American Life... 20,335,428 1,000,000 992,931 32,956,932 164,192 8, 4,712,878 5,865,792 1,785,887 3,780,812 
POD <c,cccoss BAAREOe G00008a . feenaes 13,176,752 79,171 Sa.  essetbesn <4hentes 880080 manned 
Pioneer Life ......... 236,824 191,967 11,516 5,119,200 7,207 2 146,481 205,697 36,785 142,226 
Protective, Ala. 6,417,810 1,000,000 491,548 17,283.83 57,556,313 6 1,369,955 1,941,634 643,128 1,483,302 
Prov. Mut. Life...... SO6 SEO = 4sesnes 15,810,000 113,709,000 858,428,000 51 30,400,000 41,309,000 19,743,000 26,349,000 
Southwestern Life.... 25,996,335 1,000,000 2,548,312 57,829,021 218,287,405 19 5,603,161 7,413,996 2,069,008 4,258,790 
Springfield Life, Il]... 7,240,376 ....... 322,090 6,440,978 69,577,507 2,396,278 2,774,105 1,308,226 1,870,126 
State Reserve Life... 287,384 100,000 58,279 2,237,500 5,700,103 131,428 150,846 12,859 94,166 
7) PM." ssachen <ssaeeie 080008 1,750,400 2,347,500 1,200,000 24eeeee 80 oeneese 40 eeeeese 8 8=— 6 08 99 ee 
*Union Pacific, Neb.. 143,625 100,000 43,625 2,295,763 Se psacene 57,626 tS eee 56,802 
Union Standard, Tex. 295,675 220,000 24,379 1,850,000 2,350,500 500,500 54,799 136,513 = cc cesee 886,414 


May 25, 1927. 


*Started business 








11 


UNION CENTRAL HOLDS 
AGENCY CONVENTION 


President Sage Attacks Bank 
Agencies and Taxation in Open- 
ing Address 


OVER 600 AGENTS ATTEND 





Dedicate New Home Office Annex— 
Managers and Agents Make 
Speeches at Meeting 





CINCINNATI, Jan. 19.—John D. 
Sage, president of the Union Central 
Life, dealt vigorously with the sub- 
jects of bank agencies and life insur- 
ance taxation in his opening address at 
the two-day agency convention of the 
company held in the new home office 
annex building here Jan. 16-17. 

More than 600 qualified Union Central 
agents and their wives attended the 
convention—the largest event of its kind 
the Union Central has ever held. About 
50 managers and general agents re- 
mained over following the convention 
for the annual conference of managers 
and general agents which occupied two 
additional days, 

Reviews Past Year 


After reviewing the history of 1927, 
and thanking the Union Central agency 
force for writing the largest amount of 
business in the company’s history during 
the year, President Sage took up tax- 
ation and bank life agencies. On the 
latter subject he said: 

“The Bank of Italy which seeks to 
enter this field is an enormous organiza- 
tion, proposes to act as the agent of life 
insurance companies. If this effort is 
successful, and other banks take it up, 
it might result in putting the major- 
ity of life insurance men out of busi- 
ness, 

“Would this be to the advantage of 
the public? We cannot oppose the 
move merely from selfish motives, and 
anything that we do might be construed 
as such, Would it be a real advantage 
to have banks act as life insurance 
agents? 

Unfair to Public 


“We insurance men think not. It 
would not be fair for banks to make use 
of the confidential information which 


they have of the customers’ accounts to 
solicit them for life insurance, but other 
than that the solicitation of life insur- 
ance has come to be looked upon as a 
real profession. More and more we are 
insisting that life insurance men shall 
be prepared to give their clients expert 
advice. Would this be the case if a 
bank appointed a clerk on a salary to 
solicit its customers for life insurance? 
The quality of solicitation would be low- 
ered in most instances. 


Would Become Sideline 


“Possibly in the larger banks compe- 
tent men would be employed to conduct 
the life insurance department of the 
bank, but the chances are that it would 
be merely a side line and that it would 
not receive the attention which it de- 
serves. Possibly the matter of keeping 
the business in force would be neglected 
with the bank as agent, as compared 
with the work that is done in the mod- 
ern insurance office. 

“What would be the effect on the 
companies? If the idea were carried out 
to its logical conclusion, the few com- 
panies represented by the banks of a 
city would get most of the business and 
a large number of deserving companies 
would have difficulty in competing with 
them.” 

Mr. Sage made an eloquent plea for 
justice for life insurance companies in 
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taxation matters, pointing his moral with 
an account of the recent premium in- 
crease tax in Ohio. 

“One of our duties to the public is in- 
volved in the question of taxation,” he 
said. “We people of Ohio are morti- 
fied that our state set a bad example 
in 1927. In less than 24 hours, and with 
no warning whatever, a bill was pro- 
posed and introduced in the Ohio legis- 
lature and became a law, raising the 
premium tax from 2% to 3 percent. 
The only reason for it was that the state 
needed the money and discovered that 
it would be a simple matter to raise the 
premium tax rate. It proved to be a 
simple matter, inasmuch as Ohio insur- 
ance men and others had no time to op- 
pose the measure. 


Bill Was Hurried Through 


“If the bill had been introduced in 
harmony with well established customs 
in legislative bodies, and there had been 
time for public hearings, I am satisfied 
that it would not have been so simple 


|a matter and that the bill would not 


have become a law. 

“Now every life company doing busi- 
ness in Ohio must pay taxes on its prem- 
iums at the rate of 3 percent, and the 
Ohio companies, in whatever states they 
may be doing business where there is a 
retaliatory law, must pay 3 percent on 
their premiums. Take for example New 
York, the rate there is 1 percent. We 
receive annually a bill for 1 percent on 
our New York premiums and later a 
second bill is sent in for 1% percent 
extra, and this now will be 2 percent 
extra, because New York companies 
have to pay that rate in Ohio. 


Should Encourage Saving 


“It is out of the question for insur- 
ance companies to attempt to avoid rea- 
sonable taxation. On the other hand, 
always it has been regarded as a matter 
of public policy not to overtax life in- 
surance. It is considered a matter of 
wisdom to encourage men to provide for 
the future by indemnity in case of death 
and thus avoid placing a charge upon 
the state, or charity, for support of wid- 
ows and children. In short, if insur- 
ance is over-taxed there will be no insur- 
ance, and not only will the state have 
extra burdens placed upon it, but so- 
cietv in general will suffer. 

“It is the duty of insurance men to 
educate the public on the subject of tax- 
ation of insurance, and to be ready 
when. called upon to fight for what we 
know to be right.” 


Two Novelty Stunts 


Following President Sage’s keynote 
address, the Union Central field men 
were treated to two novelty stunts, both 
staged by agents. 

Members of the New Orleans agency. 
led by Manager James W. Smither, took 
the rostrum and produced a “Model 
Monday Morning Meeting,” in which 
the manager and agents took up vital 
questions which come up during the 
week in any agency and discussed them. 
The New Orleans Agency has long been 
noted for the fine character of its agency 
meetings. 

Actual Phone Calls 


The second novelty act was entitled 
“Making Appointments by Telephone,” 
by Roy Green and Lawrence B. Schell- 
hase, of the Cincinnati agency of the 
Union Central. These agents had 
worked out a “sure fire” method of mak- 
ing appointments with men of substan- 
tial wealth by telephone, and for the 
entertainment of the convention, made 
actual telephone calls to Cincinnati 
business men who had no knowledge 
that their words were being broadcast 
through amplifiers at the convention. 
The quality of spontaneity thus added 
much interest to the stunt, and loud ap- 
plause on the part of the assembled 
agents greeted the success of Messrs. 
Green and Schellhase in stimulating the 
interest of their prospects and making 
real appointments with them. 


Manager Knight Speaks 


“The Development of a Successful 
Underwriter, 


” was the theme of Charles 





B. Knight, New York manager of the 
Union Central, who has built up the 
company’s largest agency in the last 15 
years. Mr. Knight outlined the methods 
which he has used to build up an agency 
of more than 100 active representatives 
whose production is approximately $40,- 
000,000 per year. 

Another feature of the opening day 
was the speech by Mrs. Diederich H. 
Ward of New York, on “Why I Be- 
lieve in the Life Insurance Business.” 
Mrs. Ward’s husband is a large pro- 
ducer in the New York agency and her 
talk was an eloquent testimony of how 
a wife can help an agent attain success. 


Make Short Talks 


“The Outstanding Experience of My 
Insurance Career,” was the title of a 
symposium of five minute talks made by 
eight prominent Union Central agents. 
Those who participated were Charles O. 
Reynard, Warren, O.; Louis Guberman, 
New York; Alvin J. Lehman, Cincin- 
nati; Charles T. Beggs, Pittsburgh; 
Charles Saville, Dallas; Allan Gates, 
Little Rock; Ben A. Wiedermann, San 
Antonio, Tex., and C. C. Weber, Spring- 
field, Ill. 

Robert J. Williams, director of edu- 
cation of the Union Central, staged a 
sales demonstration on how to sell edu- 
cational policies—a subject which 
aroused high interest at the convention. 

Jesse R. Clark, Jr., treasurer of the 
Union Central, reported on the financial 
experience of the company during 1927, 
noting a favorable trend in the Union 
Central’s mortgage investments on hoth 
farm and city property. 


Hommeyer Speaks 


Charles Hommeyer, superintendent. of 
agencies, closed the first day’s session 
with an inspirational address entitled 
“Progress,” in which he analyzed the 
tremendous progress of the life com- 
panies in the past decade. 

The entire morning of the second day 
was devoted to a “Working Session” in 
charge of James Elton Bragg, Philadel- 
phia manager of the Union Central and 
noted life insurance educator. Promi- 
nent managers and agents assisted Mr. 
Bragg in discussing knotty questions 
which the agents assembled asked by 
means of filling out printed blanks en- 
closed with the program. Among those 
who spoke were W. G. G. Benway, man- 
ager at Seattle, F. G. Lieberman, man- 
ager at Baltimore; Edward S. Brash- 
ears, manager at Washington, D. C.; 
Lorin Hord, general agent at Minne- 
apolis; Frank M. See, manager at St. 
Louis; Harry O. Steel, general agent at 
Omaha; Emmet C. Wier, manager at 
Memphis; Charles A. Blatchley and 
Diederich H. Ward, of New York; Jul- 
ian V. Boehm, Atlanta; Robert E. Kee- 
ley, Chicago, and F. E. Parsons, Phila- 
delphia. 

Dedicate New Office 


The Union Central agents took part 
in the dedication of the new home office 
annex on Tuesday, to which the pub- 
lic of Cincinnati was also invited. Man- 
ager Charles B. Knight of New York, 
Manager John L. Shuff of Cincinnati 
and B. C. Sasse of Corpus Christi, Tex., 
leading personal producer of the Union 
Central in 1927, represented the agency 
force. Names of all agents who paid 
for more than $100,000 of business in 
1927 were placed in the century box 
which was sealed in a wall of the build- 
ing, to be opened Jan. 17, 2028. Speak- 
ers were President John D. Sage, Vice- 
president George L. ~ he Treas- 
urer Jesse R. Clark, Judge Clar- 
ence Murphy, pn to “of the board, 
Dean Herman Schneider of the Uni 
versity of Cincinnati, and David Bereet 
of Cincinnati, a lineal descendant of the 
original owner of the land on which the 
building now stands. 

A feature of the closing session on the 
afternoon of Jan. 17 was the introduc- 
tion by Dr. William Muhlberg, medical 
director of the Union Central, of his 
new booklet on “Medical Rulings Gov- 
erning Occupations” which is the work 
of many years of study and compiling 
statistics, 
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COMPANY STATEMENTS ~ 
SHOW YEAR’S RESULTS 


Equitable Life of Iowa Has Larg- 
est Year in Its 
History 


N. Y. LIFE HAS $6,285,858,724 





International Life Prospers During 
1927—Has $309,000,000 of 
Business in Force 


The Equitable Life of lowa paid for 
$91,382,403 of business during 1927, ex- 
ceeding the production of 1926 by $7,- 
424,394 or approximately 9 percent. This 
was the largest year in the history of 
the company bringing the total insur- 
ance in force Dec. 31, 1927, to $528,091,- 
611, The actual to expected mortal- 
ity of the company during the year was 
34 percent. 

lowa led all states for the year 1927 
with a paid-for production of $14,287,- 
325, Other leading states were: Penn- 
sylvania, Illinois, Ohio and New York. 
The largest gain was made by Illinois 
which made a gain of $2,265, 553. 

New York city led all agencies of the 
company for the year with $7,403,083 of 
paid-for business. There were 32 agen- 
cies which for over $1,000,000 during 
1927. The agency making the greatest 
gain of the year was Detroit with a $1,- 
332,784 gain. 

New York Life 


The New York Life in its annual 
statement shows new insurance $927,- 





468,000, new policies 308,315, insurance 





LIFE INSURA 
in force $6,285,858,724. The gain in new 


insurance is $26,854,200 and gain in in- 
surance in force $533,029,747. The total | 


new business does not include $18,745,- | 


818, insurance revised. The company 
declined 20,925 applications for nearly 


$99,000,000 insurance. The total first 
year’s premiums excluding annuities 
show $33,813,719, gain $1,544,225; re- 


newal premiums $197 
145,162; interest and rents, $63,764,249, 
gain $5,437,640: total income $324,968,- 
616, gain $30,105,763; total payments to 
policyholders $139,014,580, gain $5,367,- 


,563,324, gain $18,- 


167; policy loans $47,357,382, gain $5,- | 
958,838. 
International Life 
The International Life closed the 


most prosperous year in its history Dec. 


31, having on that date $309,000,000 of | 


insurance in force, an increase of $41,- 
000,000 for the year. 

During the year the company’s agency 
organization paid for $89,900,000. The 
company started in 1909 with $250,000 
capital and a surplus of $225,000. On 
Dec. 31, 1927, it had $937,500 capital and 
a surplus of approximately $2,500,000. 

The International plans an extensive 
expansion program and the home office 
officials are confident that 1928 will set 
a new record for the company. 

Reliance Life 

The Reliance Life reports a gain in 
both written and paid for business. Dur- 
ing the year the company paid for $64,- 
588,101 in life; $30,655,793 in accident 
and $70,334,075 in health 
Totals are now $330,581,793 of 
force, $153,901,127 in accident, and $379,- 
033 in weekly health premiums as of 


Dec. 31. Three Reliance agents accom- 
plished exceptional writings. They are 
E. J. Schellentrager, G. V. Cleary and 


Saul Alexandre, having paid for life in- 
surance in excess of $1,000,000 each. 
Three new production records were 
made by the Reliance Life men in 1927. 
Exceeding every high mark of 24 years’ 
standing, 94 underwriters in the western 
Pennsylvania department wrote $2,138,- 


insurance. | 
life in | 





NCE. EDITION 

228 of life, with the biggest accident 
and health volume it has ever produced. 
Western Pennsylvania also broke its 
record for annual production, exceeding 
its allotment by $4,030,000. 
record for a day’s paid business was 
made on Dec. 31 when a volume of $2,- 
169,220 was reported paid. 

The Reliance Life reports that the 
| past year closed with far better pros- 
| pects for 1928 than 1926 bequeathed to 

1927. With the added emphasis of the 
| silver anniversary campaign which be- 
| gan on Jan. 1, prospects of a record 
breaking year for 1928 are bright. Of- 
| ficials in the home office who are bas- 
|ing their conclusions on definitely laid 
plans for the next 12 months are 
optimistic and throughout the field the 
opinion is general that a _ substantial 
gain over 1927 will be brought about 
in every department production. 





Minnesota Mutual Life 


The Minnesota Mutual Life in its new 
annual statement shows assets $17,248,- 
131, surplus $1,255,917, new business 
$33,676,872, insurance in force 
288. 


Old Line Life 


The Old Line Life of Milwaukee an 
nounces new business last year $17,500,- 
000, gain 10 percent; insurance in force, 
$83,500,000, gain 11 percent; assets $11,- 
100,000, gain $1,500,000 or 16 percent; 
income $3,300,000, gain 10 percent. 


Kansas City Life 


The statement of the Kansas City 
shows assets $48,780,042, gain $4,752,- 
284; insurance in force, $369,602,966, 
gain $26,762,032. The surplus increased 
$568,000. The general surplus is now 
$6,807,180. The company operates in 
39 states and the District of Columbia. 


Continental Assurance 


The Continental Assurance of Chicago 
set out to pass the $100,000,000 mark 
| in insurance in force by the end of last 
| year. It made that figure and had $841,- 


Another | 


$145,585,- | 
| the 
| present 


| Walker 





| 
| 
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000 to spare. The Continental accom- 
plished this in 16 years, 
Midland Mutual Life 


The Midland Mutual Life of Colum- 
bus, O., paid for $16,750,000 last. year, 
compared with $15,850,000 in 1926, Its 
net gain for the year was $9,250,000, giv- 
ing it yearly $94,000,000 in force. 

The company had rather a heavy mor- 
tality ratio last year, nearly 50 percent 
as against 25.9 the preceding year, This 
was the result of an unusually heavy 
run of accidental death claims. There 
were 48 such claims last year, largely 
the result of automobile accidents and 
many of them on new policies, which 
had a more unfavorable effect on the 
mortality experience. Accidental deaths 
took the lead in causes of death for the 
company last year. Heart disease, 
which usually has stood in first place, 
dropped to second. 


New York Life Men Meet 

About 225 officers, office managers 
and guests of the New York Life gath- 
ered at Hollywood, Fla., Jan. 9-13 for 
annual managers’ meeting. Those 
from the home office were: 
Buckner, Thomas A. Buckner 
and John McCall, first vice-presidents; 
L. Seton Lindsay, second vice-president; 
Arthur Hunter, Wilbur H. Pierson, 
Charles H. Langmuir and Griffin M. 
Lovelace, third vice-presidents; Dr. A 
E. Hobbs of the medical staff, and Glen- 
ville Howard, Fred Johnson, Robert E. 
Devell and Alva Johnson. 

Addresses were made by 


most of the 


home office representatives and also by 
James A. Beha, New York superinten- 
dent of insurance, who was present as 
a guest 


A comprehensive review of the com- 
pany’s experience in all territories in 
1927 was made and plans for 1928 were 
announced and allotments issued. 


The train of time and opportunity has 
no rear entrance, you have to enter by 
the front door if you care to ride, 
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Continental Assurance 


Reaches $100,000,000 paid for insurance in force | 


without reinsurance or merégers of any kind. 


| Record Exceeded by Only Two Legal Reserve Companies | 


| CONTINENTAL ASSURANCE COMPANY 
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Union Central Band Wagon 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 
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The DARBY A. DAY 
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WE HAVE 


The largest and most completely equipped Agency 


Plant in the world. 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


An organization second to none, fully equipped to 
render you all the assistance you may need: Inspira- 
tion, Sales Suggestions, Ammunition, Illustrations— 


or what have you? We have “IT!” 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 
| this great City of Chicago. 


WE WANT 


(MEN. 


MORE MEN. 
SALESMEN. 


MEN who have made a success but want greater 


success. 


MEN who have sold Life Insurance but who want to 
4 sell BIGGER and BETTER Life Insurance. 


MEN who have never sold Life Insurance, but who 


know they can. 


MEN who are capable of earning from $6,000 to $50,000 


a year. 


TWO-FISTED MEN who would like to be with a 
LTWO-FISTED ORGANIZATION. 


AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 


Come in and see us in our new home 


or 
Communicate with 


Darby A. Day 


Manager 


23rd Floor Bankers Building 


Telephone STAte 5203 


The Union Central Life Insurance Co. 


Cincinnati, Ohio 











THRIFT WEEK RADIO 
MESSAGE BROADCAST 


W. J. Graham, Equitable of New 
York Vice-President, Sends 
Speech to Nation 


SEES RESOLVES BROKEN 


Makes Plea for Definite Savings Plans 
—Estate Creation Is Country’s 
Need 


NEW YORK, Jan. 19.—Speaking 
from New York tonight as the life in- 
surance day speaker in the National 
Thrift Week program, William J. 
Graham, vice-president of the Equitable 
Life of New York, broadcast a message 
over the entire country, saying in part: 

“If thus early in the year there were 
any way of checking up on New Year’s 
resolutions, I believe we would find that 
the resolution which has already had the 
roughest treatment is the resolve to save 
money. This year, as in every year, 
most of us start out with the firm con- 
viction that saving money is a splendid 
idea, but unless we have something in 
view that we really want to buy, like a 

1928 model car, a good many of us lose 
interest in our thrift plans before many 
months have passed. Consequently, the 
purpose of my talk on National Life In- 
surance Day is not to try to impress 
on you the advantages of saving—just 
for the sake of saving. What I do want 
to talk to you about is a method of 
buying something practically everyone 
really wants—an estate. 

Insurance Is Sure Estate 


“A few of us, of course, are fortunate 
enough to have estates left to us. But 
the only way the average man can make 
sure of leaving an estate to his family 
is through life insurance. As under any 
systematic plan of creating an estate, 
he deposits a certain amount at regular 
intervals. The value of the life insur- 
ance plan lies in the fact that if death 
cuts off his earning power, his family 
will receive not merely the amount he 
has been able to save, but the full value 
of the estate which he planned to buy 
for them. 

“Too often, however, a man doesn’t 
view premium payments on life insur- 
ance policies as payments made for the 
estate he wants his family to have. He 
just decides that the premium on a 
$5,000 policy is about what he can afford 
to pay for his insurance, and then takes 
that much. Usually, he doesn’t even 
stop to figure out how much income 
the insurance will give his family or how 
long the funds would last if the principal 
were used. 

Too Few Definitely Plan 


“The point I wish to emphasize is 
this: Almost every man, if the question 
were put to him, would agree that he 
wanted to leave an estate to his family 
which would enable them to live in com- 
fortable circumstances. But by no means 
does every man plan for the purchase 
of this independence as he plans for the 
purchase of other things he wants for 
himself and his family. 

“A man wants his family to have so 
much to live on if anything happens to 
him. It doesn’t require very compli- 
cated methamatics to calculate whether 
his present estate will give his family 
the necessary income. If it won’t, he 
needs more life insurance. But the 
question of whether the additional in- 
surance is obtained will depend on 
whether he and his wife decide to buy 
the estate or other things more immedi- 
ately attractive. 

“There are many men, of course, who 





are carrying as much insurance as they 
can possibly afford, and the total amount 
of insurance owned by the people of this 
country is increasing at a phenomenal 
rate. While our population has in- 
creased only a little more than one-half 
since 1900, the number of American 
policyholders has increased sixfold. Life 
insurance companies now have $87,000,- 
000,000 of insurance in force—10 times 
the amount at the beginning of the cen- 
tury. 

“The size of these figures almost 
makes us think, as one of the news- 
papers stated, that the country is hav- 
ing an ‘orgy of saving.’ But if we con- 
sider the real facts of the case, the pic- 
ture is somewhat different. At present 
the total amount of insurance in force 
in this country is less than one year’s 
income, which, according to the figures 
of the National Bureau of Economic Re- 
search, was $89,682,000,000 in 1926. 

Most of you would agree, I think, 
that the equivalent of five years’ income 
is a decidedly conservative estimate of 
the amount of insurance the average man 
should carry and, therefore, judged by 
this standard, the people of this country 
carry less than 20 percent of the amount 
of insurance they should have. On the 
other hand, the figures of the treasury 
department, issued in connection with 
the last census, showed that during 1920 
the people of this country spent 15 times 
as much for luxuries as they invested 
in life insurance. Also, under group 
insurance policies in this country it is 
estimated that in about 40 percent of 
the cases no other insurance is owned 
by the employe. 

“If we view the picture in this light, 
we see clearly that the people of this 
country need more insurance at the 
present time and can buy more insurance 
ii they are willing to practice a little 
more thrift. In my opinion, too, the 
people of this country not only can but 
will buy more insurance when the aver- 
age man ceases to think of buying in- 
surance as buying a $5,000 or $10,000 
policy to be put in a safe deposit box, 
but as providing the estate which will 
enable his family to live in comfort- 
able circumstances, which will give his 
children the education he wanted them 
to have and which will carry out his 
other plans.” 


HEADS OF AGENCY ARE HOSTS 





Robbins & Simmons, New York General 
Agents of Home, Tender Luncheon 
to Johnson & Higgins 





NEW YORK, Jan. 19.—Significant 
tribute was paid to the entry of Johnson 
& ‘Higgins in the life insurance business 
in the goodwill luncheon tendered to the 
members of that organization and the 
officials of the Home Lite of New York 
last Thursday noon by Robbins & 
Simons, New York general agents for 
the Home Life. The luncheon, which 
was addressed by both those in the home 
office and agency ranks of the Home 
Life, was a notable sign of good will 
towards the new venture and a recog- 
nition of its reception as augmenting the 
present agency organization and in no 
way creating competition. 

Roy Robbins and Russell M. 
Simons, joint general agents for the 
company, were hosts to a notable gath- 
ering of the two organizations. 


Was Prudential Contract 

In a recent issue of THe NATIONAL 
UNDERWRITER the completion of a con- 
tract between the Northern Assurance of 
London and an American life insurance 
company, covering the United States em- 
ployes of the English organization under 
a contributory group policy, was con- 
rected with the Metropolitan Life in 
error. This contract was written in 
the Prudential, the total involved being 
$325,000. This was an unusual contract 
and is recognized as an achievement by 
the Prudential, inasmuch as it is the 
first case of a London corporation plac- 
ing an insurance contract with an Amer- 
ican company. 
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MORTALITY LAST YEAR 
SET NEW LOW RECORD 


(CONTINUED FROM PAGE 11) 


rate per 100,000 persons was 12.2 lives 
lower than in 1925, and 4.5 lives lower 
than in 1921, which latter year was 
shown by Federal census reports to be 
the healthiest year prior to 1927 


Saving of 65,000 Lives 


“While life insurance companies of the 
United States paid out in 1927 a larger 
amount than ever before in death claims, 
the ratio of deaths to the total number of 
individuals insured shows a substantial 
decline,” states Mr. Wight. “Reasonable 


forecasts can now be made that the Ff 


death toll, among each 100,000 of our 
insured population, was about 55 persons 
less during 1927 than during 1926, and 
that this decrease in the death rate 
spread over our entire population re- 
sulted in an aggregate saving of about 
65,000 lives during the past year—an 
enormous economic gain. This achieve- 
ment of the year in extending human 
life is indicated by the combined mortal- 
ity experience of 52 leading life com- 
panies which have contributed their 
records to the association for this study. 


“These companies reported 280,930 
deaths among over 38,000,000 policyhold- 
ers during the first ten months of 1926 
and 275,262 deaths among over 40,000,- 
000 policyholders during the same pe- 
riod of 1927. The data, which cover 
policyholders from all sections of the 
United States, aggregating about one- 
third of our entire population, and 
which include both ordinary and indus- 
trial death claims, may be taken as 
fairly indicative of the current health 
trend of the nation. 


Industrial Risks Best 


“The death rate among life insurance 
?— ey is found to have been 823.5 
in 1927, as against 878.1 in 1926—54.6 
fewer deaths among each 100,000 per- 
sons last year. It is interesting and 
also significant to note that the decrease 
is much larger among industrial policy- 
holders than among ordinary policy- 
holders although, of course, the indus- 
trial death rate continues to be much 
higher than that for ordinary policyhold- 
ers. The industrial death rate for the 
companies, reporting on that class of 
business, was 914.7 per 100,000 individ- 
uals for 1927 as against 984.1 in 1926. 
The death rate among ordinary policy- 
holders was 680.5 per 100,000 for 1927 as 
against 706.0 for 1926. The reduction in 
the industrial death rate, therefore, was 
69.4 per 100,000 persons, as contrasted 
with a reduction of 25.5 among ordinary 
policyholders. 

“The year’s decrease in deaths was 
cue principally to the sharp reduction 
in mortality from pneumonia, influenza, 
diarrhea and enteritis, measles and 
whooping cough, most of which had un- 
usually high death rates in 1926. The 
greater reduction in the industrial, as 
compared with the ordinary, death rate 
is due to the fact that these diseases 
contribute more largely to the industrial 
death rate because of the much greater 
proportion of young lives among indus- 
trial policyholders. 


Project Mortality Curve 


“By means of these insurance records, 
we are able to project the mortality 
curve through last year and gain ap- 
proximate knowledge of the 1927 na- 
tional health situation. On the assump- 
tion that the death rate among the en- 
tire population of the United States im- 
proved, throughout last year, to the 
same extent as among insured lives, for 
the first ten months of the year, it is 
estimated that the aggregate deaths in 
the United States during 1927 totaled 
1,386,000 against 1,432,000 during 1926— 
16,000 less deaths notwithstanding a ma- 
terial increase in population. But this is 
not the complete picture of the saving 
effected for had the 1926 death rate 
prevailed during 1927, with the increase 
in population there would have been 
1,451,000 deaths. Thus there was an 


actual saving of 65,000 lives during 1927. 

“Oi the sixteen principal diseases cov- 
ered by the insurance records, only oes 
increased their toll of life during 192 
as contrasted with 1926. These four— 
cancer, meningitis, diphtheria and respi- 
ratory diseases not specified—accounted 
for an increase of 3.2 deaths per 100,000 
individuals. Against these relatively few 
increased rates, there was a very encour- 
aging array of substantial decreases in 
the rates of deaths from pneumonia, 
influenza, tuberculosis, bright’s disease, 
diarrhea and enteritis, measles, whoop- 
ing cough, cerebral hemorrhage (apo- 
plexy) and heart disease. The decreases 
for these diseases range from 1.4 lives 
in the case of heart disease to 19.6 lives 
in the case of pneumonia. 

“One of the outstanding features of 
1927 record is that, while there is an 
increase in the mortality from cancer, 
the combined death rate from diseases 
common to old age—cancer, cerebral 
homerrhage, heart disease and bright’s 
disease—showed a decrease of 6.8 lives 
per 100,000. Similarly, while there was 
an increase in the mortality for menin- 
gitis and diphtheria, there was a de- 
crease of 9.5 lives in the aggregate death 
rate from the so-called children’s dis- 
eases—measles, scarlet fever, whooping 
cough, meningitis, diphtheria and diar- 
rhea and enteritis. 














TEXAS 


We have a few liberzl General Agency con- 
tracts to offer in Texas to experienced life 
insurance men of character and ability, who 
have established successful records in per- 
sonal production and agency building. All 
correspondence confidential. Address: 

J. T. MAYALL, Vice-President 
CENTRAL LIFE INSURANCE CO. 
500 Board of Trade Bldg., 


Kansas City, Mo. 
































Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


A NEW YEAR’S 
RESOLUTION 


After another highly successful 
campaign with our popular 
Children’s Policies, the Royal 
Union Agency Force is enter- 
ing the year 1928 firmly re- 
solved to devote even more 
time in the development of this 
profitable prospect field. 


Our Juvenile forms are fast 
selling contracts. 
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omething to Consider 


Here is a news dispatch worthy of any man’s 
careful thought: 


‘Hoboken, N. J.—One man was fatally hurt, four 
persons lost limbs and 26 others were injured here 
when a trolley car ran wild down a steep incline and 


telescoped another which had stopped.” 


The significance of 
this tragic event 
is obvious. None 
of the injured 
had any warning 
of disaster. Like 
most of fate’s most 
cruel blows it 
came unexpect- 
edly. 


What more convincing 
argument could there 
be for the wisdom of 
immediate and ade- 
quate life insurance 
protection? 


Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office - Newark, New Jersey 


m= 
PRUDENTIAL ase 


MAS THE 
STREMGTN OF 
CIBRALTAR 











CHARLES C. CLABAUGH 
ADDRESSES GATHERING 





MARYLAND LIFE AGENTS MEET 





Representatives from Seven Depart- 
ments Atend Convention at Home 
Office in Baltimore 





BALTIMORE, Jan. 19.—Agents and 
general agents of the Maryland Life of 
Baltimore from Virginia, North and 
South Carolina, Georgia, West Vir- 
ginia, Pennsylvania and Washington, 
D. C., attended a two-day conference 
at the home office last Wednesday and 
Thursday. 

The Wednesday morning session was 
held at the home office. An address was 
made by Charles C. Clabaugh, general 
supervisor of agencies. In the evening 
a theatre party was held. Thursday 
morning there was another session at 
the home office. 

The principal speaker at the second 
day’s session was Thomas M. Green, 
who spoke on “Business Insurance.” 

Douglas H. Rose, president of the 
company, was the banquet speaker 
Thursday evening. He made an inter- 
esting talk regarding the company’s 
business and also the company’s method 
of making investments. W. S. Black- 
ford, first vice-president; George R. 
Kolb, treasurer, and C. G. Smith, sec- 
retary, also made short talks regarding 
their departments. 


Denies Bank of Italy Connection 

Having heard that some insurance 
journal had reported that it had made 
an agency contract with the Bank of 
Italy, the Penn Mutual declares that it 
has no such contract, and never will 
have one. It states that its agents have 
been directed not to negotiate such a 
connection. 


Metropolitan Managers to Meet 


Metropolitan Life managers from all 
parts of the country will gather at the 
home office next week for a three-day 
conference with the home office officials. 
This is the annual managers’ conference 
of the company. It will open Thursday, 
Jan. 26, and continue through Saturday 
of next week. All of the company’s 
officers will be in conference with the 
managers and 1928 plans will be worked 
out at the session. 


Springfield Life Convention 

Leading producing and general agents 
of the Springfield Life from 11 states 
attended a two-day convention at Spring- 
field, Ill., last week. President A. L. 
Hereford presided and outlined the com- 
pany’s program for 1928. Charles J. 
Riefler, vice-president, conducted round 
table discussion of agency problems and 
department activities. Mayor J. Emil 
Smith and George Keys, president of the 
Ridgely-Farmers Bank, were speakers 
at the banquet, and H. E. Fullenwider, 
genera! counsel, discussed insurance 
matters. 


May Change to Stock Company 

A meeting of policyholders of the Mu- 
tual Life of Baltimore will be held Jan. 
30 to act on the recommendation of the 
directors that the corporate form be 
changed from a mutual to a stock com- 
pany. Capitalization of the company has 
been tentatively fixed at $500,000. 

President Paul M. Burnett said that 
the object of changing the form of or- 
ganization is to enable the company to 
make reforms in the administration of 
its business designed to lower the cost 
of operation and permit the issuance of 
non-participating policies for persons de- 
siring the greatest amount of protection 
at death for the smallest premium out- 
lay. The company has been in business 
since 1870. 





The man who carries life insurance is 
only taking an intelligent advantage 
over natural laws. 


,M. Stevenson. 
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'| ATTORNEY RETURNS TO 
DENVER TO PRACTICE 





L. E. HUBBARD SELLS INTEREST 





Vice-President and Counsel of Mountain 
States Life Will Resume Prac- 
tice of Law 





Leslie E. Hubard, vice-president and 
general counsel of the. Mountain States 
Life of Hollywood, Cal., has sold his 
interest in the company to President 
William Vernon and Vice-President R. 
Last March the com- 
pany moved its executive offices from 
Denver to Hollywood. Mr. Hubbard 
formerly was attorney general of Colo- 
rado, and it understood he will return 
to Denver to resume his law practice. 

Mr. Stevenson joined the company 
shortly after its removal to Hollywood 
and has given to the company his ex- 
tensive experience as a life insurance 
man. He will be active with President 
Vernon in the management of the com- 
pany. 

President Vernon anounces that the 
company now has a_ well-established 
agency plant in California and that the 
plant will average from $1,500,000 to 
$2,000,000 a month in new business. 
The company also has agency plants in 
Colorado, Nebraska, Wyoming, New 
Mexico, Arizona and Nevada. It is ex- 
pected that the entire plant will produce 
from $4,000,000 to $5,000,000 of new 
business a month during 1928. 

Last June the company added an ac- 
cident department, which closed the year 
1927 with more than $20,000 in pre- 
miums. It is expected that this depart- 
ment will be on a premium paying basis 
before it is a year old. 


NEW ANNEX BUILDING 

FORMALLY DEDICATED 

(CONTINUED FROM PAGE I11) 

Union Central in Chicago are expected, 
was the closing speaker. Mr. Day chose 
as his topic “Using Our Working Tools” 
and gave one of his characteristic prac- 
tical addresses. 

One of the best talks of the conven- 
tion, and on a new subject, was that 
by Mrs. D. H. Ward, wife of one of 
the well-krown New York agents, who 
spoke on “Why I Believe in the Life 
Insurance Business.”” Mrs. Ward’s talk 
was so valuable that it was ordered to 
be printed and distributed to the agency 
force. 

Among the high lights of the conven- 
tion was a talk by Chas. B. Knight of 
New York on the development of a suc- 
cessful life underwriter. Another great 
feature was “Appointments by Tele- 
phone” by Roy Green and Lawrnce B. 
Schellhase, both of Cincinnati. Thev 
called up nine actual prospects over the 
phone during the meeting and solicited 
them with their set telephons sales talk. 


Tuesday Morning’s Session 


All agreed that the session of Tuesday 
morning led by J. E. Bragg of Phila- 
delphia was the big session of the con- 
vention. “The Day’s Work” was an 
open forum and discussion of selling 
problems. All those listed on the pro- 
gram spoke except E. S. Brashears of 
Washington, and among the particularly 
good ones in this lot were talks by F. E. 
Parsons of Philadelphia, F. M. See of 
St. Louis and D. H. Ward of New 
York. 

President Sage announced that the 
mortali ty last year had been reduced 
from 52.15 percent the year before to 
49.6 saveent. 

There were about 650 agents attend- 
ing the convention, one of the largest 


ever held. 
Mrs. John L. Shuff, wife of John L. 
Shuff, manager of the home office 


agency, was chairman of the ladies’ en- 
tertainment committee and on Tuesday 
entertained the ladies at a luncheon at 
the Queen City Club, after which the 
party attended the theatre. 
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GREAT WORK IS DONE 
BY THE LIFE AGENT 


(CONTINUED FROM PAGE 8) 

a man must ‘make every minute count. 
[ think so much of this slogan that I 
seriously believe that we will put a sign 
up in our main office in New York 
where every one can see it with that 
very sentence written across in most 
brilliant red: ‘Have you made every 
minute count?’ 

“Ten years from today, things will be 
different for you, no matter whether you 
have worked or not. If you have 
worked or not. If you have worked and 
paid the price that is necessary to attain 
success in this business you will be suc- 
cessful. 


Makes His Own Income 


“In this business a man’s income can 
be whatever he chooses to make it. The 
life insurance business is one business 
in this world which gives a man his own 
e-ortunity literally to lift himself up 
by the bootstraps. But if you have not 
worked, you will be in the same old rut, 
envying your neighbors and commiser- 
ating on your own tough luck. 

“Ten years from today two men will 
perhaps be sitting in a restaurant. One 
of them will be successful. He will look 
the part; well dressed, comfortable and 
happy. The other fellow, who had ex- 
actly the same start in life, sitting oppo- 
site him, discussing things in general, 
may sit up and say: ‘Well, things have 
been going pretty well with you, Joe. 
during the past ten years, but I wish | 
had them to live over again. Believe 
me, my methods would be different. | 
would make every minute count.’ 


Must Get Out of Office 


“Now, how do you go about this 
thing? You know as well as I do that 
you can’t sell life insurance by sitting 
in an office all day and waiting for pros- 
pects to come in to you. Besides, the 
general agent is sitting there to grab 
any prospect who comes in, and you 
haven’t got a chance to make any com- 
mission out of that sale. The thing to 
do is to get out of the office. If you 
don’t want to work and see people, go 
and pick out a nice seat in the park 
where the sun can shine down on you. 
But if you really want to do something 
for yourself, for your family and for 
your fellow man, ‘make every minute 
count.’ 

Responsibility Is Seen 


“If you don’t want to work, you are 
cheating. You have your duty to your 
family to perform. You may have two 
or three children. You brought them 
into the world, and it is your duty to 
see that they have the best opportuni- 
ties they can possibly have in life. For 
example: If you are just muddling 
along writing $100,000 to $150,000 of 
business, what chance can you hope to 
give your boy in life? He might be 
interested in the study of medicine or 
law and might possibly attain an out- 
Standing reputation in his profession if 
he were able to continue along his 
chosen line. but if all you can give him 
is a public school education or perhaps 
even a high school education and then 
send him out to work because you can’t 
do any more for him, it seems to me 
I the only thing he could say about 
his father was that he was a prety good 
dad, but not very provident and certainly 

a success, 
Interesting Case Is Cited 


\ short time ago I had one of my 
men come in who is a man of a lot of 
bility, but who simply will not put it to 
the test. He brought his young son in 
with him on Saturday morning and I 
walked his son back to the bulletin 
doard and he glanced up and down to 
‘kk at the names. Dad’s name was not 
anywhere near the top among the lead- 
ers. The boy spoke to him about it and 
said: ‘Dad, why aren’t you near the top?’ 
The man’s pride was hurt, but I think 

Was a great lesson to him to have his 





boy see just exactly where he stood. 
What heritage are you leaving your 
boy? Every one of us is insistent upon 
having our boy study to prepare himself 
so that he will be at the head of his 
class. Shouldn’t they expect as much 
of us? 
Human Side of Insurance 

“I have talked to you about the mer- 
cenary side of the subject and now I 
want to say something about the human 
side of your business and the gratifica- 
tion that comes from knowing that 
yours is a business of service to human- 
ity, that when you are going out about 
your business each day you are provid- 
ing for the future comfort and cheer for 
other men, women and children. And I 
say to you: Be proud of your job in the 
life insurance business. Never be like 
the fellow who finds himself chatting 
with a half-dozen strangers on a club or 
hotel porch and somebody says: ‘What 
is your profession?’ One fellow, selling 
securities, says: ‘I’m an attorney.’ Then 
they turn to you and you say, in a meek 
little voice: ‘I’m a life insurance agent.’ 

Work of the Life Agent 


“Doesn't a life insurance man do more 
for the widow and orphan, the disabled 
and the infirm, than any stock broker? 
Do you realize that in her actual need, 
the life insurance man is the only one 
who goes to the widow with assistance? 
At that bleak and dreary time in her life 
when she is returning from the cemetery 
after having laid away her loved one, 
probably her only support, then the 
butcher, lawyer, baker, every one of 
them, come as creditors. But the life 
insurance agent is the only one who 
goes to her in her hour of need with 
assistance. I ask you: Isn't that a job 
of which to be proudu 

Cheated Out of Opportunity 

“I believe that every time you have 
neglected to make a sale some poor kid 
has been cheated out of his opportunity 
to get an education, to let him stand 
shoulder to shoulder with the other kids 
in the neighborhood with whom he has 
been reared. Life insurance will do 
more for everybody in this world than 
any other one thing and at the same 
time will pay the agent who sells it the 
highest commission paid for any high 
grade work that is done in this county. 
Consider the class of people who are 
particularly attracted to this business of 
ours and who have consistently made 
good. One of the striking things to me 
is that it is so easy for men who have 
been in missionary fields or ministerial 
positions or connected with religious or 
social welfare work to master our busi- 
ness and make a success of it. Some- 
how or other, these people have an inti- 
mate knowledge of the things the public 
needs. They warm up and become en- 
thusiastic over life insurance and the 
things which it does for people. Their 
feelings are reflected upon their pros- 
pects. 

Honored by D. F. Houston 

“To prove to you that life insurance 
is a business that people respect and to 
which they are continually giving more 
respect, let me call your attention to the 
ar-ointment as president of the Mutual 
Life of D. F. Houston, a man who has 
been one of the outstanding citizens of 
this country for the past 30 or 40 years, 
a man who served in Woodrow Wil- 
son’s cabinet in Washington during the 
world war, and who has been president 
of two or more colleges, head of the 
American Telegraph & Telephone Com- 
pany and head of many other institu- 
tions. This man thought enough of the 
life insurance *business to identify him- 
self with it. I'll admit he is probably 
getting an enormous salary. Another 
example is W. A. Law, president of the 
Penn Mutual in Philadelphia. He gave 
up the presidency of one of the largest 
banks in that state to go into the life 
insurance business. I could go on 
enumerating other prominent men who 
think equally well of our profession 
Truly, there is no other business that I 
can think of where the reward of effort 
is so great.” 





LIFE INSURANCE EDITION 














1928 


General business conditions point to a very 





prosperous year and in line with this bright 
outlook Pan-American plans for 1928 are 
even more extensive than they have been in 
the past. 


They embrace new policy contracts, inten- 
sive development of presently occupied terri- 
tory, the opening up of new general agencies 
in territory now unoccupied and up-to-the 
minute ideas for assisting agents in securing 
prospects and preparing interviews. 


Pan-American Service includes— 


Educational Course 

Sales Planning Department 

Unexcelled Life Policies 

Substandard Policies for Under-average 
Lives 

Child’s Educational Endowment 

Group Insurance 

Combination Life, Accident and Health 
Policy 

All forms of Accident and Health Policies 


We have several attractive openings for men 
who are not at present attached and who 
measure up to Pan-American ideals. 


Address 


E. G. Simmons 


Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
Crawford H. Ellis 


President 
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You Can Sell 
Continental Policies because they 
cover all lines of modern Life 
Insurance, including 

P . i ®. 
Non-Participating 

, Non-Medical 

' New Policies for Children on Annual Dividend Basis 

iy Business Policies 

h SubStandard 

"Accident & Health 
7 Group 


Salary Savings 

Disability Benefits, Dismemberment Benefits, Major Sur- 
gical Operation Benefits, Double Indemnity. 

Age Limits Birth to 65, Full Insurance Benefits from 
Age 5. 

All Non-Participating Life and Endowment Policies may 
be exchanged for annual dividend policies at end of 
twenty years without additional cost. 


Favorable Rate of Interest allowed on trust funds and 
instalment settlements. 


We have openings for General Agents 
at various points in our 36 states. 


Write us frankly what territory you would like, 
and we will let you know whether it is open. 


Agency Department 


Continental Life 


Insurance Co. 


Continental Life Building 
SAINT LOUIS 
Ed Mays, President 


























W. L. MOODY, JR. W. L. MOODY, Il 
President Vice Fvesisens 
SHEARN MOODY L. CROSS 
Vice President T Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 


GALVESTON, TEXAS 
$423,968,907.00 INSURANCE IN FORCE 
We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 
Agency Manager, Ordinary Department 
GALVESTON, TEXAS 



































FRANKLIN PIONEERS IN 
AGENCY COST STUDY 


(CONTINUED FROM PAGE 4) 
its own with the companies that do. 
When that situation develops, some 
companies will grow while others will 
shrink and disappear. As I said a mo- 
ment ago, the Franklin intends to grow. 


Keen Interest Everywhere 


“As an indication of the exent and in- 
tensity of interest in this matter, I may 
say that in the beginning we sent people 
from our home office on an expedition 
of investigation to learn what other com- 
panies were doing along this line. They 
found absolutely nothing anywhere, ex- 
cept the keenest desire exhibited by 
some of the eastern companies to know 
what we could tell them. If we had a 
system of production cost accounting 
they wanted it. The Life Insurance 
Sales Research Bureau, organized for 
the purpose of investigation, and devoted 
to the study of the conduct and direction 
of sales activities, asked permission to 
send its statistician to this office to ex- 
amine our method of cost determination. 
It would not be modest for me to re- 
peat what he said when he had finished 
his examination; but every factor used 
by the bureau in its method of determin- 
ing the value of a general agent’s busi- 
ness to the general agent was included 
in our far more difficult formula for de- 
termining the value of that same busi- 
ness to the company. A general agent, 
or any agent, may make money for him- 
self, but it doesn’t always follow that his 
business is profitable to the company. 
An ideal condition would be one in 
which we both make money, and we 
hope some day to attain a practical 
realization of that ideal. 


Method Is Broad 


“A typewritten description of the cost 
method we have evolved runs to a 
dozen pages or more and deals with 
actuarial computations and accounting 
principles in considerable detail. It 
would not pay us here to go into the 
method, though I shall discuss some of 
its elements with which we are all 
pretty well acquainted. What I have 
been saying is all in the nature of an an- 
nouncement to you; and my object is to 
make it clear that we have introduced 
this innovation with pressing reasons 
acting as an imminent compulsion, and 
without haste or immature consideration. 

“Our method is in operation now . It 
takes in the business produced since 
1922, showing the acquisition costs for 
the business of each agency, balancing 
the costs against the income from each 
unit of business, exposing the deficit 
year by year as it increases to a point 
where it can never recover and remains 
a definite loss in dollars and cents or on 
the other hand showing how the deficit 
in the earlier years decreases, year by 
year until it becomes—not a loss—but a 


profit. 
Elements Affecting Cost 


“Very briefly, I want to mention some 
of the elements which enter into costs, 
and which seem to offer the easiest route 
by which deficits of acquisition cost may 
be reduced to zero and profits be real- 
ized within a reasonable period of time. 

“First in importance is the mainten- 
ance of business in force. First year 
lapses of policies whose premiums are 
payable on a monthly, quarterly, and 
semi-annuai basis are of special signifi- 
cance. A lapse when less than a full 
year’s premium on the policy has been 
received by the company, is an exceed- 
ingly costly termination. Jt makes the 
cost side of a general agent's balance 
sheet so heavy that recovery of the 
deficit is very problematical even in six 
or eight years’ time and under other- 
wise favorable circumstances. 


May Be Undesirable 


“A large proportion of the people who 
want monthly and quarterly premium 
payments are obviously unsatisfactory 
prospects. Apparently there are too 
many of them who have not the money 





tc pay their premiums or are not inter- 
ested enough in life insurance to keep up 
their policies. They are bad clients for 
you because they add to your list of 
disgruntled ex-policyholders and because 
they make the costs charged to your 
business higher than they should be— 
and they are bad for us because we in- 
vest money in acquiring their business 
that becomes an _ irrecoverable loss. 
There is no objection to quarterly or 
semi-annual premiums, if thev are kept 
up, but the prospect who won’t or can’t 
keep them up should be avoided. The 
avoiding of such prospects is up to you, 
isn’t it? 
Requires Supervisory Attention 

“Another element, not directly as- 
sociated with costs, but related in its 
effect, is the choice of non-medical risks. 
The non-medical application really re- 
quires the careful consideration of every 
question on the form. The answers 
really must be full and complete, and 
unless they are filled out in the actual 
presence of the applicant, more or less 
serious inaccuracies are bound to result. 
Our experience has taught us that the 
slightest relaxation of vigilance in this 
respect on the part of the agent results 
in trouble requiring, for instance, sup- 
ervisory attention, adding to the costs 
against the business of the general 
agency. I may say that the president’s 
faith in entrusting the selection of non- 
medical risks to you gentlemen has been 
quite generally justified by the experi- 
ence of the company; but the company 
nevertheless has its attention drawn to 
laxity, unintentional, perhaps, in oc- 
casional instances, and might conceiv- 
ably be forced to withdraw the non- 
medical privilege from a chronic case of 
carelessness. 


Overhead on New Policies 


“More directly entering into costs is 
the element of overhead incident to the 
issuance of policies, including such 
items as home office salaries, accounting, 
printing, postage, and the almost in- 
numerable other items of expense which 
enter into the conduct of the business. 
Not taken policies, for instance, cost 
practically as much to issue as policies 
that are delivered and paid for, notwith- 
standing the fact that a small cancella- 
tion fee is charged gainst the agent. 
When the percentage of not taken poli- 
cies is large, the overhead costs to be 
allocated against the business of the 
agent who has returned such policies is 
correspondingly heavy. And another in- 
stance of comparatively heavy overhead 
is the difference in costs due to the dif- 
ference in size of average policies, be- 
cause it costs as much to issue a $1,000 
policy as it does a $5,000 policy. If two 
agencies produce the same volume of 
business, equal in all respects except that 
one has an average policy twice as large 
as the other, it is quite clear that the 
costs of issuance chargeable to one 
agency will be twice as great as to the 
other. 

“The initial cost and the ultimate 
financial outcome of the business of the 
several agencies shows an astonishing 
variation. Not only that but a marked 
variation is shown also in the final re- 
sults of the business of two or more 
agencies producing substantially the 
same volume of insurance, and having 
substantially the same acquisition cost. 
This latter variation is influenced largely 
by the renewal rate. If the percentage 
of renewals is high, the initial deficit is 
absorbed in a comparatively few years, 
whereas if the renewal percentage is low, 
the per $1,000 initial deficit decreases 
very slowly, and in some cases actually 


increases.” 
David A. Hill 
David A. Hill, for many years asso- 


ciated with the George R. Craft gen- 
eral agency of the Bankers Life in 
Cleveland, has been appointed agency 
organizer in the Spaulding agency of the 
Mutual Life in Chicago, with offices in 
the Conway building. Mr. Hill has 
been prominent in life association work 
for years and has a wide acquaintance 
with insurance men. 
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“WHAT OF 1928?” IS 
VARIOUSLY ANSWERED 


(CONTINUED FROM PAGE 3) 
They feel that the year-end conditions 
of 1927 were not as optimistic as some 
of the business prophets have an- 
nounced and that conditions in general 
are such that a business depression 
ranging from a slight and temporary 
one to a notable election year depres- 
sion, is not only possible but even prob- 
able. One prominent general agent 
states that he believes that 1928 will see 
business in a depression, basic conditions 
and not merely the presidential election 
year “jinx” being the basis of his 
views. This same general agent, how- 
ever, states that he does not anticipate 
that his office will suffer a slump. He 
is laying his plans accordingly, and an 
intensified effort will be made to at least 
maintain the 1927 pace, if an increase 
cannot be made. 


Past Record Unprecedented 


Life companies and general agencies 
do not in many cases anticipate a repe- 
tition of the increases of past years. 
They realize that they have been going 
through a most unusual era of expansion 
and that the unprecedented leaps and 
bounds of recent years are not normal 
and cannot be maintained. The busi- 
ness must settled down to a basis of 
less remarkable growth and more stable 
expansion. Many company officials 
point out that post-war prosperity 
could not have been prevented, and cer- 
tainly was not the result alone of the 
sales efforts of the company and agency 
organizations. It was a period of activ- 
ity that could not be forestalled. Life 
insurance profited possibly more than 
any other branch of business, for the 
reason that it was entering upon a new 
era of recognition by the public. The 
gains could not be maintained forever. 
This does not mean that life insurance 
will settle down to its present state of 
incomplete coverage and remain there, 
but that its growth in the future will be 
less phenomenal. It will continue its 
march towards the goal of 100 percent 
protection, but that will become mors 
of a march and less of a race. 


Cites Unusual Experience 


One company official, in commenting 
upon the prospects for 1928, stated that 
he believes 1928 will be a good year. 
He bases his prophecy upon the experi- 
ence of his company, as gauged by its 
experience during past periods of pros- 
perity and depression. The business of 
his company is peculiar in that it more 
closely represents business leaders than 
that of many companies. The policy- 
holders of this company are of the type 
that represent the business leaders of all 
communitiess. There is no industrial 
business on the books at all and even 
the ordinary business is in the majority 
among the commercial and industrial 
leaders. In the past, depression periods 
have been encountered first by this com- 
pany and later by other ordinary com- 
panies, finally to find a reaction in 
industrial companies. 

Suggests Depression Passed 


This company official states that dur- 
ing 1927, a reaction was encountered in 
the early months of the year. This was 
in the face of continued increases by 
other companies and caused some alarm 
at the outset. Reports came in from 
certain cities where other agencies were 
making increases and this company’s 
agencies were showing decreases. The 
same was true with the company’s busi- 
ness as a whole. These decreases con- 
tinued during the middle and latter part 
ot the year. Then, once again contrary 
to general experience, the company’s 
business began to show an increase. 
During November and December very 
satisfactory increases were made. These 
were the two months when many other 
companies were showing notable de- 
creases. While he did not wish to act 


as a prophet, in this particular he states 
that in his mind this represented the 
direct reflection of businesss conditions. 


J. B. HALL HEAD OF LIFE 
UNDERWRITERS OF CANADA 


TORONTO MAN IS HONORED 


All of New Officers and Committee 
Chairmen Hold Degree of Char- 
tered Life Underwriter 


At the annual meeting of the Life 
Underwriters’ Association of Canada 
in Toronto, the following officers were 
elected for 1928: Honorary president, 
J. T. McCay, Dominion Life, Vancou- 
ver, B. C.; president, J. B. Hall, Sun 
Life, Toronto; vice-president, Hugh 
Cannell, Mutual Life of Canada, Mon- 
treal; honorary secretary, W. C. Laird, 
London Life, Toronto; honorary treas- 
urer, S. C. Vinen, Canada Life, Toronto; 
registrar, J. G. Taylor, Mutual Life of 
Canada, Toronto. 

Chairman legislative committee, W. 
Lyle Reid, Sun Life, Ottawa; chairman 
educational committee, F. Robinson, 
Mutual Life of Canada, Toronto; chair- 














J. B. HALL 
President Canadian Life Underwriters 


man publicity committee, F. T. Stan- 
ford, Canada Life, Toronto. 

Executive council, J. J. McSweeney, 
London Life, Toronto; O. B. Shortly, 
North American Life, Toronto; W. B. 
Peace, Manufacturers Life, Toronto. 

All of the officers and committee 
chairmen hold the degree of C. U. 
(chartered Life Underwriter), 
by the Canadian Association under a 
plan which forms the foundation for 
that just adopted for use in the United 
States by the National Association of 
Life Underwriters. 


granted 








first general reaction since the slight 
depression of 1920 and 1921. As busi- 
ness leaders are the first to react to a 
depression, this company’s business fell 
off. Other companies with their ordi- 
nary business among salaried employees 
and the like felt the reaction later. 
Industrial companies have not felt this 
reaction, for the reason that wage earn- 
ers have not been affected at all by the 
depresssion which this company felt. 
Now, however, he feels that business has 
recovered from the slight depression, as 
the executives are apparently approach- 
ing the new year with a high degree of 
optimism and returning to the life insur- 
ance market with increased purchases. 
Basing a picture of 1928 on this, he be- 
lieves that ordinary insurance should 
stage a complete recovery during the 
vear and industrial insurance probably 
will have no reaction, as the wage earn- 
ers will not be effected by a temporary 
depression of this nature. 

It is particularly pointed out by 
agency leaders, both in home offices and 
in the field, that whatever the prospects 
for business in general, life insurance 





business encountered its 


During 1927 


Ei fully and attractively expressed: 
A Word of Inspiration. 
A Plan of Systematic Work. 
A Sound Life Insurance Thought. 
A Story of Life Insurance Service. 
. An Effective, Usable Sales Suggestion. 
E A Record of Some Fellow-Agent’s Success. 
5 
= The cumulative effect of these weekly Messages from 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





The Bulletin 


MONDAY MORNING! 

For over 35 yeurs, Monday has been Bulletin Day among 
Nylic Agents everywhere, the mailing of the Bulletin being 
timed to reach every agent from Maine to California, from 
Canada to the Gulf of Mexico, on Monday morning. 


SWPP ewe, 


ROTO OOO 


A punctual start for the week’ means so much! A fresh, 

constructive idea or an old one in a new dress helps to 
begin Monday’s work promptly, and to carry on through an- 
other six-days with energy and enthusiasm. 


Every Monday morning Nylic Home Office renews its 
contact with the agent through the Bulletin, which carries 
some helpful message derived from practical experience, force- 


Nylic Officers who “talk the same language” as the agent, 
is stimulating to the individual and to the collective body of 
agents. 


The Bulletin has become an institution. 

Life-insurance-wise it is, for Nylic men, what his daily 
paper is'to the business man: he “couldn’t begin the day right 
without it.” 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 
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NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 


BOOM 
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should maintain its preeminent position. 








OPPORTUNITY! 


Desirable Territory Open for General Agencies, 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 















THE NATIONAL UNDERWRITER 


January 20, 1928 

















THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 








FRANK A. 
CorcpeeaT) OFFICE. 420 E. Fourth T 
E. R. SMITH, Statistician; — 
as YORK OFFIC 
80 Maiden 
GEORGE A. WATSON, 
CHESTER C. NASH JR. Associate Editor 








SOUTHEASTERN OFFICE—ATLANTA, GA 
1517 Fourth National Bank Building 
W. J. SMYTH, Resident 


CART RIGHT. 
HOWARD J. J. BURRIDCE. Associate Editor 
POST. Associate Editor 
PUBLICATION OFFICE aslInsurance Exchange, CHICAGO. Telephone Wabash 2704 


Entered as Second-class matter June 9, 1900, at Poot Offer at Chicago. Tl Under Act March 3, 1879 


» Managing Editor 


Main 5781, Rare E. pay mes ty Manager; 
P, JR., Di oo oncnell 
NO! tect OFFICE, DES MOIN! 
313 lowa ss) Bank Bidg., Tel. Market pe 
J. M. DEMPSEY, Resident t Manager 
DETROIT OFFICE 
1015 Transportation Bldg., Tel. Randolph 3933 
OM KOENIG. Resident Manager 











Subscription Price, $3.00 
In Combination with The Nati 


Gan a te erecting) $00 wee. Canada $750 

















INSURANCE is a business having many 
organizations. It is perhaps the most 
highly organized business in the coun- 
try. There are dozens of organizations, 
international, national, sectional, state, 
county, local and even company con- 
ventions as a unit. The mechanics of 
handling these conventions should be 
studied. The general tendency of the 
program makers, both in conventions 
and banquets is to provide too much 
intellectual provender. People become 
physically tired sitting in one seat for 
three hours or more listening to numer- 
ous talks. 

Then the acoustics of the meeting 
place should be studied, especially if the 
hall is a large one. There is nothing 
more distressing than to have people 
sitting in the rear of a room and be able 
to hear nothing. Every such auditorium 
should now be supplied with an ampli- 
fier, 

Among the minor and yet important 
considerations at a convention is the 
badge worn on the coat lapel carrying 
the name of a person. Usually the place 
for the name is small and in it are 
crowded the title of the person, perhaps 
his company and place of residence. At 
these big conventions men come from 
all sections. They see one another but 
once a year. Perhaps the names have 
not become identified clearly in many 
cases with the faces. A conventioner is 
accosted by someone whom he should 
know. The accoster calls him by name. 
The accosted does not want to appear 
to be ignorant of the other man’s name. 
Then he starts optical gymnastics and 
contortions in trying to read the name 


cerned. 


Insurance Convention Badges 


on the badge. It is so small and the 
notation so crowded that frequently he 
cannot see it. 

At the recent meeting of the AMERI- 
cAN Lire CoNnvVENTION at Dallas the ideal 
convention badge came to light. It was 
said to be the design of President Herr- 
nert M. Wooten of the organization, 
who is president of the AMERICAN CEN- 
TRAL Lire of Indianapolis. The name 
was the main point of the badge. There 
was a metallic frame and in this was 
set only the last name of the man, the 
letters printed being a half-inch size. 
This enabled a man to catch, even at a 
considerable distance, the name on the 
coat lapel. It eliminated all embarrass- 
ment of people trying to find out what 
the other fellow’s name was. 

In our opinion, every convention that 
has badges should adopt something of 
this kind. It is the best that has been 
employed. It solves the question of em- 
barrassment so far as names are con- 
The useless badge displaying 
the name of the organization, the date 
and place of the convention can well be 
thrust far, far into the background. 
Everybody knows what convention he 
is attending, the city in which the con- 
vention is being held and the date. He 
is not always sure about the name of 
the person attending. 

We suggest to the grand galaxy of 
convention makers that they write to 
Ciaris ADAMS, secretary of the AMERI- 
can Lire Convention, Shell building, 
St. Louis, Mo., and get a sample of this 
badge and adopt it, permanently as the 
will speed con- 


convention badge. It 


vention work. 


Need for Separate Department 


At the annual meeting of the ILtrno!s 
ASSOCIATION OF INSURANCE AGENTS, a res- 
olution was adopted requesting the plac- 
ing of the state insurance department on 
a separate basis as it formerly was and 
having it removed from its present as- 
sociation with other bureaus under the 
director of trade and commerce. 

We are heartily in sympathy with this 
movement. We believe that a great mis- 
take was made in subordinating the IIli- 
nois insurance department in the state 
government. It is a department of par- 


ticular interest to the people. As a reve- 
nue producer it is second only to the 
secretary of state. 


The problems of in- 


surance, the duties of supervision and 
the scope of administration are so com- 
plex as to demand a superintendent, who 
is subordinate only to the chief execu- 
tive officer of the state. Where the in- 
surance department is linked up with 
other departments there is much con- 
fusion because the superintendent natu- 
rally has little authority unless it be 
granted by the director of trade and 
commerce. We believe that the pres- 
ent system in Illinois has weakened state 
supervision. There should be a real- 
lignment of the bureaus so that insur- 
ance should have a place all its own in 
accord with its importance. 


PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














Fifty officials and general agents of 
the State Mutual Life, Mass., attended 
a dinner in Buffalo in honor of F. A. G. 
Merrill, general agent there, who has 
just completed 25 years of service in 
that capacity. 

Congratulations were extended to Mr. 
Merrill by Chandler Bullock, president 
of the State Mutual: Stephen Ireland, 
superintendent of agencies; F, A. Col- 
ton of Concord, N. H., general agent, 
and Newton Turgeon of Buffalo. 

In his address President Bullock 
commented on the fact that when Mr. 
Merrill first took the Buffalo agency it 
had but one agent, whereas today it 
has 25 and is one of the company’s larg- 
est new business producers. 

B. F. Nelson, lumberman and manu- 
facturer and director of the Northwest- 
ern National Life, died at his home in 
Minneapolis last week, at the age of 85. 
again a woman has achieved 
honors in life insurance pro- 
duction, Miss Emma H. Ditzler of the 
P. M. Fraser agency of the Connecticut 
Mutual Life in New York having been 
awarded the silver cup donated by Pres- 
ident James Lee Loomis of the company 
for insuring the greatest number of lives 
during 1927. Miss Ditzler has written 
insurance on the lives of 450 business 
and profesional women during the past 
three years. She has only been in the 
business for six years. She has made 
a unique success, however, specializing 
on women risks and particularly on 
professional women. 

J. A. Cangpbell, agency supervisor oi 
the New York Life in Chicago, who at- 
tended the annual conference at Holly- 
wood, Fla., has gone to Cuba for a brief 
sojourn. 


Once 


company 


William C. Safford, superintendent of 
insurance of Ohio, has been ill at his 
home for the past two weeks suffering 
from the grippe. Last reports indicated 
that Mr. Safford was improving and 
would be able to get back to his office 
before many days. 


John Boyle, Chicago general agent of 
the Minnesota Mutual Life, and Cath- 
erine Bruen, his cashier, were married 
in Chicago recently. Mr. Boyle re- 
cently returned from a trip to Ireland. 
Mrs. Boyle will continue at the agency 
office in the Adams-Franklin building. 

The testimonial banquet in honor of 
A. L. Whitmer, chairman of the board 
of the Chicago National Life, will be 
held at the Stevens hotel in Chicago the 
evening of Jan. 30. This banquet is 
a tribute to the 


has passed the $50,000,000 mark of 


John A. Risk of Fargo, N. D., state 
manager of the North American Life of 
Chicago, will go from Hollywood, Fila., 
where the annual agency convention of 
the company was held this week, ac- 
companied by Mrs. Risk, to visit their 
daughter, Miss Marion Risk, in 
before returning home. 

The Cedar Rapids Life thas an illus- 
tious coterie of officials. Col. C. B. Rob- 
bins, the president, has just been ap- 
pointed assistant secretary of war. And 
Jay G. Sigmund, vice-president, has had 
come from the press that choice collec- 
tion of short stories called “Wapsipincon 
Tales,” which he had written at odd 
times for four or five magazines. As a 
writer Mr. Sigmund is chiefly noted for 
his verse. He ‘thas had published in times 
past two or three books of his poems. 
They deal largely with the homely, com- 











| 


fact that the company | 
in- | 


surance in force at the end of its first 
six years. The committee in yw 
consists of S. R. Corydon, A. G. Gul- | 
bransen, Michael Zimmer, John E. 
Chalstrom, Robert H. Farrell and Royal 
P. Kuehii.- 











JAY G. SIGMUND 


Vice-President Cedar Rapids Life, Who 
Is Author of New Book of Short 
Stories 


monplace events, experiences and scenes, 
| but because of their setting they have a 
wide appeal. 

In these stories just from the press 
Mr. Sigmund uses as material the pa- 
thos, tragedy and humor of the lowly. 
The atmosphere is that of the small 
Iowa town and the farms adjacent. They 
are all gripping tales, told with an ap- 
pealing voice. Charles J. Finger, of 
Fayetteville, Ark., eminent writer and 
editor, gives an introduction, in which 
he says that Mr. Sigmund “offers noth- 
ing but the romance of the common- 
place, yet tells a tale as breathlessly 
interesting as if he had written of two 
; doughty knights spilling each other’s 
blood to prove which was the stronger. 
Similarly, otherwheres, he writes of 
common things: of implement stores and 
ginseng roots; of country people and ra- 
| dios; of wood whittlers; of dull feilows 
who loaf about court rooms; of people 
of no importance; of the meek who in- 
herit the earth; of workaday men who 
| are anything but brilliant and dashing.” 

H. W. Kingery of the American Old 
Line of Omaha and Mrs. Kingery an- 
nounce the birth of a son, Harold Wes- 
ley, Jr. 





J. J. Hughes, Des Moines general 
agent for the Northwestern Mutual 
Life, attended the recent Washington 
meeting of the Democratic national 
committee which chose Houston, Tex., as 
the 1928 convention city. Mr. Hughes 
is a past sergeant-at-arms of the na- 
tional convention. 


_ Dr. C. M. Whicher, medical director 
for the Royal Union Life, has been 


| elected a member of the board of direc- 


| tors of 


Cuba | 


the Des Moines Morris Plan 
Bank. 


L. M. B. Morrissey, manager for the 
Phoenix Mutual Life at Davenport, Ia., 
presided at the annual Boy Scout dinner 
there last week, when former Governor 
S. McKelvie of Nebraska was the prin- 
cipal speaker. Mr. Morrissey has just 
completed a very successful year as 
president of the Davenport Boy Scout 
organization, 

The same evening Mr. Morrissey sub- 
stituted for Governor McKelvie in a 15- 


| minute talk from Station WOC, Daven- 


scouting. 


port, on 


Malcolm Rockett, special agent of the 
E. W. Snyder agency in Cleveland of the 
Massachusetts Mutual, died recently from 
pleurisy at his old home at Springfield. 
Mass. Mr. Rockett, who was 26, was looked 
upon as one of the most promising un- 
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derwriters in Cleveland. Going to that 
city immediately after his graduation 
from Wharton School, University of 
Pennsylvania, in 1922, he immediately 
engaged in life underwriting and was 
writing better than $500,000 annually, 
when his fatal illness attacked him. He 
is survived by his widow, to whom he 
was married the day following his gradu- 
ation from Pennsylvania. 


The Honor Roll of the Equitable Life 
of New York, just made public, shows 
that John Morrell of Chicago is the com- 
pany’s leading personal producer in the 
United States. His total personal paid- 
for production amounted to $3,180,750 
in 1927. He induced 121 individuals to 
invest in the yearly premiums of the 
Equitable Life nearly $90,000. Mr. 
Morrell is a member of the Girault 
agency. 

During the last two years Mr. Mor- 
rell has addressed over 200 organiza- 
tions, including Rotary, Lions and Ki- 
wanis clubs and chambers of commerce, 
on subject pertaining to wills, estate 
distribution, federal estate and inheri- 
tance taxes, bankruptcy laws, partner- 
ship law and corporation procedure, and 
life insurance trusts. As a result of his 
having specialized in these phases of life 
insurance work his advice has been 
sought on a number of large compli- 
cated partnership and corporation cases 
in Chicago during the last year. 

He is a member of the American So- 
ciety of Civil Engineers and is a grad- 
uate of the Engineering College at IIli- 
nois University. He is a director of the 
Oak Park Arms hotel, Thrift’s Securi- 
ties, Inc. and of Advertising Producers, 
Associated, one of the leading technical 
advertising agencies in Chicago. 

In 1926 Mr. Morrell’s production was 
$1,396,500, and in 1925 was $462,000. 


J. Stanley Scott, secretary of the life 
department of the Travelers, observed 
the 59th anniversary of his service with 
the company on Jan. 9. He will be 80 
years old in February. Mr. Scott has 
been associated with the Travelers 
longer than any other person. His serv- 
ice was begun in 1869 when the com- 
pany was only five years old. He was 
promoted to the chief clerkship of the 
life department in 1885, continuing in 
that position until June, 1901, when he 
was made assistant secretary. Three 
years later he was elected secretary. Mr. 
Scott has served under the three presi- 
dents of the Travelers, James G. Batter- 
son, Sylvester C. Dunham and Louis F. 
Butler. 


John M. Atkinson, former general 
counsel of the International Life of St. 
Louis, and at one time attorney general 
of Missouri, plans to remove to Cali- 
fornia with his family for Mrs. Atkin- 
son’s health. Recently Mr. Atkinson 
has been president of the board of educa- 
tion of University City, Mo. He served 
three terms in the Missouri general as- 
sembly as a representative from Ripley 
county and served one term as speaker 
of the house. He was also the first 
chairman of the Missouri Public Serv- 
ice Commission, being appointed by 
Governor Major. In 1920 he was the 
Democratic nominee for governor but 
was defeated by Arthur M. Hyde of 
Trenton. 

Earl F. Sallander, field superintendent 
of the American Old Line of Omaha, 
personally produced in excess of $1,250,- 
000 in 1927. Mr. Sallander's work took 
him to every corner of Nebraska dur- 
ing the year just ended: from the west- 
ern limits of Cambridge and Harrison 
to the eastern borders of South Sioux 
City and Falls City. In addition to his 
personal production, Mr. Sallamder dis- 
rected the energies of more than a dozen 
other salesmen in the same territory. 
This volume of business was not ob- 
tained by writing large policies, the av- 
erage size of his policies being $3,500 
and the largest for only $25,000. 

“Many salesmen make the mistake 
of writing the policy the prospect seems 
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And1928 
Will Be Even 
Better 


Eye-opening progress is shown in the figures of the 
financial statement as of December 31, 1927, for The 
Lincoln National Life. 


New Paid Business During the Year 
141 Million Dollars 
Increase over 1926 New Business 
14 Million Dollars (11%) 
Insurance in Force 
515 Million Dollars 
Gain in Insurance in Force 
55 Million Dollars (11%) 


Income During Year 


16 Million Dollars (171% Gain) 


Admitted Assets 
431% Million Dollars 


Increase in Admitted Assets During Year 


614 Million Dollars (17% Gain) 


We know that 1928 will set new records because we 
will use the best of our established methods and will add 
new ones to bring them about. We are definitely plan- 
ning to make it a great year for those who 
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Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’’ 





Lincoln Life Bldg. Fort Wayne, Ind. 














More Than 500 Millions in Force 
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THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY’S 


New General Agent 





David O. Johnson 
516 Texas Theatre Bidg. 
Sam Antonio, Texas 
“Dave” Johnson was the leading producer in our Dallas Agency. He 
proved also that he was an excellent selector, trainer and supervisor of 
men, so Sam Weems, his General Agent, wired requesting that we give 
Dave our San Antonio General Agency when the opening occurred. 
Dave is now our San Antonio General Agent. Dave helped Sam. Sam 
helps Dave. That’s the kind of good fellowship you'll find in the Min- 
nesota Mutual. 
Dave has openings in his San Antonio Agency where excellent sales 
helps will be available. The Company has desirable General Agency 
openings in various places, notably 


EI! Paso, Texas Toledo, Ohio Fort Wayne, Indiana 


For information write 


THE 
MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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It must cost Joe a fortune to keep 


“There goes Mrs. Jenks. 
her so well dressed.” 
“‘Joe says it’s no problem to him. He’s selling Perfect Protec- 
tion for the Reliance Life, you know.” 


has been in the business for 17 years. 
“Their responsibility to their clients is 
as great as the doctor’s responsibility. 
The 
prospect to overload is making a serious 


insurance solicitor who allows a | 


mistake as this is a practice that results 
in many lapses and bad feeling in that 
community. An insurance agent’s suc- 
cess should not be measured by his 
commissions the first year, but by his 
renewals.” 








E like best,” said Mr. Sallander, who 


LIFE AGENCY CHANGES 














|ROY N. HAINES IS PROMOTED 


Manager of Life and Accident Depart- 
ment of Travelers at Cleveland 
Goes to New York City 


Roy N. Haines, manager of the life 
and accident department of the Travel- 
ers at Cleveland, has been promoted to 
manager of the company’s office at 55 
John street, New York. 

Mr. Haines has been manager for the 
Cleveland district for three years and 
has built up a large volume of business. 
In 1927 his office produced $18,000,000, 
exclusive of group. He has been with 
the Travelers for 20 years and is only 
43 years old. Mr. Haines is very popu- 
lar with all the agents working out of 
the Cleveland office. 

R. J. Waugh, now manager of the 
Pittsburgh office, will succeed Mr. 
Haines at Cleveland. The changes take 
effect Feb. 1. 


BUSINESS MEN’S PROMOTIONS 





F. J. Fleming, the Company’s High 
Producer for Nine Years, to Su- 
pervise Oklahoma 





The Business Men’s Assurance has 
| appointed three new state supervisors. 
| C. E. Mitchell, Jr., of Effingham becomes 
supervisor for Illinois to succeed L. H. 
| Harris, who has resigned due to his 
wife’s ill health. After graduating from 
the university Mr. Mitchell served three 
years as superintendent of schools in 
[llinois towns. He then went with the 

Susiness Men’s Assurance. 

F. J. Fleming will be supervisor for 
| Oklahoma. Mr. Fleming has been pres- 
ident nine times of the Business Men’s 
“$1,000 Club” by virtue of his high 
production. Mr. Fleming expects to 
open a branch office in Oklahoma City. 
H. E. Madsen [ 
Minnesota. Mr. Madsen has been home 
office representative for the last eight 
; months. 


J. W. OLIVER NEW MANAGER 





Fidelity Mutual Life Establishes Phila- 
delphia Agency Under Direction of 
Experienced Life Insurance Man 





The Fidelity Mutual Life has estab- 


lished an agency in the central part of | 


Philadelphia which will operate as an 
entirely separate unit from its head 
office agency. John W. Oliver has been 


appointed manager of this central city | 


othce. 

Mr. Oliver has had 16 years’ experi- 
ence in the life insurance business, six 
years of which were spent as a head 
office supervisor. For the past 10 years 
he has been actively engaged as a 
manager. 

A large part of Mr. Oliver’s experi- 
| ence was in the middle west, but for the 

past three and one-half years he has 

been located in Philadelphia, where he 
| is well known in the life insurance 
fraternity. 





Flower & Porterfield 


Flower & Porterfield of Grand Island, 
Neb., have been appointed general 
agents of the Security Mutual Life of 
Nebraska. The life department of the 
Flower & Porterfield agency will be in 
charge of J. H. Nitzel. 
had several years’ experience with the 
Prudential. 





will be supervisor for | 


| the Art Students’ League. 


Mr. Nitzel has | 


ENGELSMAN GENERAL AGENT 





Weil Known Organizer, Teacher and 
$1,000,000 Producer Opens New Penn 
Mutual Agency in New York 


Ralph G. Engelsman, well known as 
a star producer of the Equitable Life of 
New York, and as a life insurance edu- 
cator, has joined the Penn Mutual Life, 
and will manage an office of his own 
in New York under the title of general 
agent. His appointment was due in part 
to his technical training, and to the or- 
ganizing ability which sales mastery and 
teaching develop. Mr. Engelsman was 
born in New York and is 29 years old. 
His high school education was supple- 
mented by an extension course at Co- 
lumbia, to which was added a period at 











ENGELSMAN 


RALPH G, 


Nine years 
ago, after his discharge from the navy, 
he joined the Equitable of New York. 
In his first year he wrote $90,000. Year 
by year his volume increased and now 
he ranks as a $1,000,000 producer, and 
as such he had a seat at the $1,000,000 
round table session at the recent Mem- 
phis convention. 

Mr. Engelsman is as well known as an 


educator as he is as an underwriter. To 
this work he has in each recent year 
| given a part of his soliciting time. For 


some time he has been associated with 
Vincent B. Coffin as an instructor in the 
life insurance school of New York Uni- 
versity, and has been an instructor in 
the life insurance schools of Rochester, 
Buffalo, Oklahoma City, Boston, and 
other places, in association with Lovelace 
and Vincent B. Coffin. His connection 
with New York University will not be 
interrupted by his Penn Mutual appoint- 
ment. He has taught about 1,500 life 


| insurance students in his various schools 


and classes. 
As a life insurance author Mr. Engels- 
man makes his first appearance this 


| month with a book, printed by Harper’s. 
| entitled “Making Sales Contacts.” 
| title originally chosen was, “Making Life 
| Insurance 


The 


Contacts,” but Harper's 
found that the text was as applicable to 


| other kinds of salesmanship as to life 


insurance, and so the change in title 
was made. 

Mr. Engelsman is well known as 4 
speaker at life insurance conventions. 
sales congresses, and agency meetings 
He has appeared in practically every 
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Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and _ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 


agency organizer for the New York 








prominent American and Canadian city 
in the eastern halves of the two coun- 
tries. 

This appointment will add another 
strong general agency office to the Penn 
Mutual’s equipment in New York City. 
Mr. Engelsman is being warmly wel- 
comed by the other Penn Mutual gen- 
eral agents of the metropolis, and a host 
of friends have congratulated him on 
his ascension. 


MADE LOS ANGELES MANAGER 





A. J. Frith, Well-known Travelers 
Agency Superintendent, Heads South- 
ern California Office 





A. J. Frith has been appointed mana- 
ger for the life, accident and group de- 
partments of the Travelers at the Los 
Angeles branch office. Mr. Frith has 
been with the Travelers since 1891, start- 
ing when he was 20 years old. He was 
for many years manager at Cleveland 
and since 1918 served the company as 
assistant supe rintendent of agencies, su- 
pervising activities in the life, accident 
and group departments in Greater New 
York. At his own request, he was re- 
lieved of that responsibility, that he 
might move to California and there has 











been made manager of southern Cali- 
fornia. 


| 
L. S. Doyle, Fred Sturm 


Recent appointments of the Interna- 
tional Life included L. S. Doyle as field 
supervisor for northern Illinois with 
headquarters in Chicago and Fred | 
Sturm of Chicago as state supervisor 
with offices in Minneapolis. 

Mr. Doyle, a graduate of Michigan, | 
was for two years with the Kansas City 
Life and for seven years with the North- 
western Mutual Life. He also acted as | 
supervisor for the Indianapolis. Life. Mr. 
Sturm’s career included 3% years as an 











Life. He also served the Security Mu- 
tual Life of Nebraska as a district man- 
ager at Hastings, Neb. 


John T. Shirley 

The New England Mutual Life an- 
nounces the appointment of John T. 
Shirley as general agent at Pittsburgh. 
He succeeds Thomas W. Pomeroy, who 
has desired for some time to be relieved 
of his responsibilities. Mr. Pomeroy 
was appointed to this office 20 years ago. 
He will now devote his time wholly to 
his personal clients. 

Mr. Shirley, born in Clarian, Pa., 40 
years ago, is a graduate of Bucknell Uni- 
versity at Lewisburg, Pa., in 1909. His 
alma mater elected him a member of 
its board of trustees in June, 1923. 
After working in a bank for some years 
he entered life insurance with the Equi- 
table of New York, and in 1914 wac 
appointed supervisor of agents for cen- 
tral Pennsylvania, with headquarters at 
Harrisburg. In 1918 he was appointed 
manager in western Pennsylvania for 
the Connecticut General. He is now a 
director of the Pittsburgh Life Under- 
writers Association and chairman of its 
law and comity committee. 





Harry Evers Morrow 


Harry Evers Morrow, former presi- 
dent of the Life Underwriters’ Associa- 
tion of New York, has been made as- 
sociate general agent in the J. Elliott 
Hall New York agency of the Penn Mu- 
tual Life. Mr. Morrow began his in- 
surance career as a Mutual Benefit life 
representative, and has become one of 
the best Known underwriters in the 
New York City area. In 1922 he was 
made chairman of the Life Underwrit- 
ers’ Association membership committee 
and was elected president in 1924. 
When he became chairman the paid 
membership of the organization was 
800. When he retired from the presi- 
dency it was more than 1,400. 





Geoffrey C. Burbidge 


Geoffrey C. Burbidge, former eastern 
branch manager of the North American 
Life of Canada, has been appointed 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


©. J. ARNOLD. present 


STRONG~ Minneapolis Minn. ~ LIBERAL 





43rd Year— 
A Year of Progress 


New Business during the year—Paid-for basis 
50 Million Dollars 


An Increase over 1926 New Business of over 


6 Million Dollars 


Gain in Paid-for Insurance in Force 


23 Million Dollars 


Admitted Assets increased over 
41% Million Dollars 


13% 
10% 


20% 











ASSETS 
Bonds, 
Government, State, County, 
and Municipal .......... $3,869,981.22 
Railroad, Public 
a 5,775,659.69 
$9,645,640.91 
First Mtg. Loans (City and Farm)........... 9,666,451.40 
CR ee 150,000.00 
I lias wincncnaswiiane 4,842,112.85 
CER ae een en eR ae - 1,663,607.74 
Premiums, Due and Deferred ............... 1,199,163.00 
a 1,589,193.26 
Interest Due and Accrued and Other Assets 623,264.91 
Cipsdchns udu ceaeebieneu deh mane $29,379,434.07 
LIABILITIES 
en cecasbadua $23,557,146.00 
Death Claims Due and Unpaid .............. None 
Claims Reported but Proofs of Loss Not Re- 
I ae ee a rein ee 147,477.36 
Present Value of Death, Disability, and other 
Claims Payable in Instalments.......... 583,061.64 
Premiums and Interest Paid in Advance. . 181,254.67 
Reserve for Taxes Payable in 1928.......... 215,000.00 
Profits for Distribution to Policyholders...... 1,190,766.91 
Se Se IE sida nu daccecscassteseas 140,244.39 
Contingency Reserves ..............eseeee0% 853,913.57 
Surplus to Policyholders .................... 2,510,569.53 
(Including $1,100,000.00 Paid In Capital) 
Pe itkesenttnbstnpasedandepoanenes $29,379,434.07 





A Company combining with all the 
benefits of mutuality the advantages 
of a substantial capital 


PARTICIPATING—NON-PARTICIPATING 


$257,825,730.00 Insurance in Force 
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branch manager for the company at 
Montreal. Mr. Burbidge joined the 
company in 1925 as district manager at 


Windsor. The agency flourished under 
his direction, and early in 1927 Mr. 
Burbidge was moved to Ottawa as 


branch manager. In his Montreal 
branch work he will have greater scope 
for his unusual organization. talent. 





F. DeWitt Adams 


F, DeWitt Adams has been appointed 
assistant manager for the International 
Life at Richmond, Va:, under S. Merrill 
Bemiss, agency manager for Virginia. 
Mr. Adams was formerly with the Shen- 
andoah Life at Richmond, as was Mr. 
Bemiss also. Mr. Bemiss was in St. 
Louis this week conferring with home 
office officials relative to plans for de- 
velopment of the Virginia agency. 





Eldon D. Wilson 


Eldon D. Wilson has been promoted 
to agency organizer for the Richmond, 
Va., agency of the Mutual Life of New 
York. He had been superintendent of 
agents since June 15, 1922 


Bank Savings Life Changes 


Ray H. Johnson, Colorado manager 
of the Bank Savings Life, announces 
the promotion of J. G. Hunckler to 
agency supervisor of the Colorado 
agency. Mr. Hunckler is an experi- 
enced life underwriter and has been a 
leader in the Denver agency and is well 
qualified for his new work. 

Lee C. Johnson, formerly in secret 
service work in Denver, has been ap- 
pointed district manager and has made 
a splendid record as general producer. 

Manager Johnson is dividing Colorado 
into districts and is appointing mana- 
gers at central points. Recent appoint- 
ments made are: Nathan Schneider at 
Denver, Albert Hulen, Brighton, J. P. 
Brown at Wray. 





S. H. Bullock 


'S. H. Bullock has been appointed 
manager of the new branch office estab- 
lished last week by the Sun Life of Can- 
ada in Oakland, Cal., for the purpose of 
rendering service to clients of the com- 





pany in the East Bay district. 
Louis W. Sechtman 
Louis W. Sechtman has been ap- 


pointed assistant to R. H. Keffer, gen- 
eral agent in New York for the ‘Aetna 
Life. Mr. Sechtman started his insur- 
ance career with the Aetna home office 
in 1916, leaving his position for two 
years’ service in France during the war. 
In 1919 he returned to the Aetna and 
in 1920 joined the New York office of 
the company. In 1926 he went with the 
John C. McNamara organization. with 
which agency he has remained to the 
present time. He now returns to his 
former office as assistant manager. 


Dempsey & Waln 


The Minnesota Mutual Life an- 
nounces the appointment of Dempsey 
& Waln Agency at Denver. A. Norman 
Dempsey has been a general agent at 
Denver since early last year. R. V. 
Waln has been conducting an agency 
at Wheatland, Wyo. The combined 
agency will cover Wyoming and Col- 
orado. 





Foster Witt 


Foster Witt, who resigned recently 
as general agent at Richmond, Va., for 
the Connecticut Mutual Life, has re- 
joined the sales staff of Diggs & Cary, 
general agents in that citv for the Penn 
Mutual. Mr. Witt was with that agency 
for several years before going with the 
Connecticut Mutual. 


S. S. Eckstone 


S. S. Eckstone, formerly with the 
Equitable Life of New York in Chi- 
cago, has been appointed Illinois state 

manager of the Girard Life of Philadel- 
phia. Mr. Eckstone began his career 
with the Equitable in Chicago in 1920. 


He has opened his offices at 123 West 
Madison street in the Madison Square 
building. Mr. Eckstone made a very 
fine record with the Equitable and has 
already made great progress with the 
Girard. Formerly the Girard maintained 
offices at 209 South State street. 


Cc. E. Dowling, Elery Tuck 


C. E. Dowling has been promoted to 
agency manager in the life department 
of the Marsh & McLennan New York 
office. He succeeds George Ramee. 
Mr. Dowling has been in the firm’s New 
York office since early last year and has 
made a good record as a producer. 

Elery Tuck succeeds Mr. Dowling. 
He has been with Marsh & McLennan 
for some time and has made an excel- 
lent record as a producer. 


G. B. Sorrels 


George B. Sorrels, who for the last 
three years has been general agent at 
Columbia, S. C., for the Aetna Life, has 
been made manager of the life depart- 
ment in the R. U. & S. B. Woods office 
of the Aetna Life and affiliated compa- 
nies at Charlotte, N. C. 


Cc. R. Bigelow 


C. R. Bigelow, for a number of years 
city superintendent for Lincoln of the 
Nebraska agency of the Bankers Life 
of Des Moines, has been appointed gen- 
eral agent for the Guardian Life of 
New York, and will move to Omaha. 











Mr. Bigelow was ieaaniiie with the Se- 
curity Mutual of Lincoln, and has been 
one of the leaders in association as 
well as insurance work in that city. 





Pilot Life Appointments 


W. J. Granberryk has been appointed 
general agent for the Pilot Life at Bo- 
galusa, La. His appointment marks the 
entry of the Greensboro company into 
Louisiana territory. Mr. Granberry was 
formerly with the Pan-American Life. 

Young, Justice & Justice, of Hunting- 
ton, W. Va., have been appointed general 
agents of the Pilot Life in West Virginia. 
Harlan Justice is manager of the agency. 

J. Lester Perkins has been given the 
general agency contract of the Pilot at 
Columbia, S. C 





Missouri State Life Changes 


C. A. Ward, manager at Baltimore for 
the Missouri State Life, has been trans- 
ferred to manager at Toledo. S. Car- 
lisle Martin, assistant manager of the 
Indianapolis branch, is now manager 
there. Chris C. Rossey resigned from 
the latter post. 


Life Agency Notes 


George J. Martin has located at Chari- 
ton, Ia., as district manager for the New 
York Life. He was formerly at Ex- 
celsior Springs, Mo. 

J. D. Calfee, field assistant at Roanoke, 
Va., for the Equitable Life of New York, 
has been transferred to Petersburg 
where he will serve the company in 
similar capacity. He entered upon his 
duties in Petersburg last week. 











EASTERN STATES ACTIVITIES 














CONNECTICUT AGENTS MEET 





Superintendent of Agencies Hastings 
‘ Attends Gathering of New Eng- 
land Mutual Life Men 





The Connecticut representatives of 
the New England Mutual Life held a 
two-day mid-winter conference in Hart- 
ford last week. 

Two representatives were present 
from the home office—Glover S. Hast- 
ings, superintendent of agencies, and 
Dr. Harold M. Frost, assistant medical 
director. 

George L. Hunt is general agent in 
Hartford, and informal meetings were 
held in his office. In the evening a din- 
ner was given in honor of Dr, Frost, 
and medical examiners from all over the 
state were invited. 

The day following business sessions 
were held, at which General Agent Hunt 
and his associates presided and talks 
were made by Mr. Hastings and Dr, 
Frost. In addition, Clark Belden, ex- 
ecutive vice-president of the Connecti- 
cut Chamber of Commerce, spoke on 
“What the Business Man Expects from 
His Life Insurance Counsellor.” Sam- 
uel Ludlow, formerly vice-president of 
the First Reinsurance and now a Hart- 
ford broker and president of the Rotary 
club, spoke on “My Impressions of the 
New England Mutual Life.” 

Award Silver Medal 


About 40 agents were present at the 
meeting. Peter Crona of New Britain, 
Conn., was awarded a silver medal for 
having written over a half million in life 
insurance during the year 1927. In ad- 
dition, his record shows him to have 
more business on his books than any 
other local agent in the state represent- 
ing the company and also the lowest 
lapse ratio. 





Attorney Voorhees Speaks 


C. H. Voorhees, attorney for the Con- 
necticut General Life, spoke to the H. 
E. Barlow agency in Springfield, Mass., 
last week on the opportunities the life 
insurance trust settlement offers the 
agent. At the conclusion of the meeting 
each of the 19 men present announced 
the quota he had set for himself for 
1928 and told why he had set himself 
that allotment. 





BERLET STARTS MEETINGS 
Guardian Life Manager in Philadelphia 
Arranges for a Series of Educa- 
tional Insurance Talks 





Jack Berlet, manager of the Guardian 
Life in Philadelphia, has arranged for 
a series of talks in his agency on Mon- 
days, Wednesdays and Fridays from 
5:30 to 7 o'clock. The course started 
Monday of this week, in which the ob- 
ject of the course was stated, the gen- 
eral perspective and some outline of the 
Guardian Life and the Philadelphia 
agency given. Other subjects to be 
treated are as follow: 

History of life insurance; insurance 
laws and ethics; the insurance estate 
and how created; kinds of policies; rate 
book and rates; non- -forfeiture values; 
the salesman’s major asset; what the 
insurance is and does; dividends and net 
costs; the application—two forms; the 
medical—the inspection; human inter- 
est; by-products of the created estate; 
20-payment life contract; the adminis- 
tration of the created estate; modes of 
settlement; survival of the fittest; pros- 
pects and prospecting; the disability 
clause; selection of risks; the double 
indemnity clause; life underwriters de- 
gree; books—publications—associations; 
analyzing cases; the agent’s manual; 
mental attitude; plane work; business 
insurance and life insurance trusts; the 
approach and pre-approach; sales talk 
—what to say; general resume. 





AGENCY SHOWS NOTABLE GAIN 





Riehle Office Increases Business 33 Per- 
cent in 1927—Sets High Goal 
for 1928 





NEW YORK, Jan. 18.—Celebrating a 
record year’s production, members of 
the Riehle agency of the Equitable Life 
of New York in New York City gath- 
ered for a dinner conference with their 
manager last week, at which the achieve- 
ments of the past year were viewed in 
retrospect and plans were made for 
1928. It was announced that the agency 
paid for $6,709,000 in 1927, as compared 
with $5,035,000 in 1926, an increase of 
33 percent. The agency won its ban- 











junuaty 20, 1928 





ner in the company’s contest and also 
stepped up three places in the company’s 
metropolitan district honor roll and 16 
places in the national standing. John 
M. Riehle, the manager, is one of the 
veterans in the Equitable ranks, being 
65 years of age and an Equitable man- 
ager for 31 years. In his talk to the 
agents, he viewed the progress of the 
business and his agency during these 
years. He then introduced his son, T. 
M. Riehle, who now actively supervises 
- agency. Talks were also made by 

. J. Dunsmore, manager of the Duns- 
more agency of the company in New 
York, and Joseph A. Caulfield, agency 
superintendent, in addition to several of 
the leading producers. It was announced 
that the agency’s goal for 1928 will be 
$10,000,000 and a contest has been set 
for the early months to be concluded 
with a luncheon in April at which Vice- 
president Frank H. Davis of the com- 
pany will greet the winners. 





More Economy Seen 

The insurance department is one of 
the four divisions of New York state 
vovernment that will be conducted at 
less expense this year than in 1927. The 
estimated saving for the ensuing 12 
months will be $8,101. The decrease, 
according to Governor Smith, is 
“brought about by efficient management 
and reduction in rentals.” Last year the 
operating cost of the department was 
$756,086. The anticipated revenue from 
the department for the ensuing fiscal 
year is placed at $2,000,000, while the 
motor vehicle tax is expected to pro- 
duc $28,600,000. 





Launches Anniversary Drive 

February marks the 15th anniversary 
of the F. G. Pierce agency, Philadelphia 
representative of the Connecticut Gen- 
eral Life. In accordance with its usual 
custom a contest for new business is in 
full swing. The annual lunch club meet- 
ing started the contest. Vice-presidents 
John M. Laird and Walter I. King and 
Dr. Lawrence G. Sykes, medical direc- 
tor, gave the opening addresses. Other 
talks included one on “Instalment Set- 
tlements” by Hale S. Coughlin, general 
agent at Wilkes-Barre, and on “Group 
Insurance” by E. Johnston Neal, Ra- 
leigh, N. C., general agent. 


Observe Thrift Week 


The life insurance phase of National 
Thrift Week was widely recognized 
throughout New York this week. 
Through special arrangements made by 
the New York Association of Life Un- 
derwriters, practically every radio 
broadcasting station in the New York 
territory devoted some time during the 
week to life insurance and its relation- 
ship to thrift. The special Thrift 
Week’s message on life insurance, given 
Thursday, which was National Life In- 
surance Day, was by W. J. Graham, sec- 
ond vice-president of the Equitable Life 
of New York. This was broadcast over 
station WEAF. 


Trebles New York Business 


Ralph K. Hubbard, New York gen- 
eral agent for the Western Union Life, 
has announced that his office trebled its 
business in 1927, paying for $3,000,000, 
compared with $1,000,000 in 1926 and 
$600,000 in 1925 the first year of opera- 
tion in the state. Mr. Hubbard believes 
that 1928 will see a continuation of 
excellent sales conditions for life insur- 
ance. 





New Office Under Way 


Edgar T. Wells, the new general 
agent of the National Life of Vermont 
in New York City, opened the new 
offices at 117 Liberty street this week, 
starting with a smoothly running organ- 
ization which paid for $300,000 in its 
first week. The new agency bids well 
to enter the field as a million dollar 
agency at the outset. Robert P. With- 
ington, agency supervisor, was in New 
York this week, aiding in the organiza- 
tion work and the training of the new 
men who are coming with the company. 
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| Penn Mutual Expansion 
MASONIC TEMPLE PLAN UP! ment of the Security Discount Com- 
pany, Chicago firm at 155 North Practical plans for increasing the membership of our 
Use of Life Insurance for Financing | “!@t street. Mr. Stafford spent seven | || General Agencies in every part of our national territory will 
Explained to Lincoln Life Under- agg Dn gy EO gnened ge a | soon be put into operation. Our man-power is to be ex- 
. : » oo : ee nded numerically 
writers at Luncheon Commercial Casualty for two years, and | || = . 
| for some time was special agent of the | || Vin . . 
=o ae ee oe lee cent B. Coffin, Director of the Life Insurance 
J LINCOLN, NED Jan, 12-—aMem| ESE Gof ibiana’ tbe Wepre ||| School "of New York University, has been appointed 
opted. Be ee nn ‘ae ay tee ond |ment will do a general insurance Director of Education. This assures to PENN MUTUAL 
last week of the board of directors of | business. Agents an educational system of unexcelled profitableness 
the Masonic Building Association, who | to them. Our man-power is to be expanded educationally. 
explained at some length their plan of | Plan Nebraska Insurance Day a y 
financing a new temple, which has ex- Maurice A. Hyde has been made gen- In our well-equipped ranks are places for capable and 
cited much interest in life insurance cir- | eral chairman of a committee of Lin- | ]| industrious men and women. Consult our nearest General 
cles because of the blanket policy pro- | coln insurance men which is to plan for A Cc : ' 
vision. Members of the board said they | the observance of Nebraska Insurance gent. ome with us and prosper! \ 


would offer it as a loan plan, with in- 
surance as an incidental, so that there 
would be no reaction from its use so 
far as the insurance business was con- 
cerned. They felt that it would popu- 
larize insurance, and with the amount 
so small in each individual instance no 
agent would lose any business. 

The plan is to have 2,000 men loan 
$250 each without interest, with a 
pledge that they get their money back 
in full either at death or at the end of 
35 years, the payment to be guaranteed 
by a blanket or group policy issued by 
the Lincoln National Life without med- 
ical examination. The insurance de- 
partment has ruled that when 100 pol- 
icies are written the non-medical fea- 
ture of the group law will apply. The 
loans are to be made in cash or a four- 
year note bearing 5 percent interest 
given. This interest, plus the interest 
earnings on an endowment fund to be 
made up by taking $100 of each $250, 
will pay the yearly premium starting at 
$11,000. 

While the association took no action 
as such, leaders of it expressed their 
approval and promised cooperation to 
the extent of answering all questions 
asked of them by persons solicited. 





Hold North Dakota Agency Meeting 


Thirty-two North Dakota agents of 
the Northwestern National met in Fargo 
Jan. 13-14 for a two-day session held by 


the A. W. Crary Agency, state agent 
for the company. The meeting closed 
with a banquet Saturday evening. Sales 


problems were discussed and plans for 


1928 business outlined. O. J. Arnold, 
president; Dr. H. W. Cook, vice-presi- 
dent and medical director, and H. C. 


Whitsell, Minneapolis, supervisor, were 
the principal speakers, 
An increase of 22% percent was 


shown in business written in North Da- 
kota in 1927 over that for 1926 and pros- 
pected for 1928 promise still a bigger 


year, ac cording to reports made at the 
sessions. The Crary agency now has 
more than $26,000,000 worth of insur- 


ance in force in North Dakota and nearly 
14,000 policyholders. 





Kansas City Sales School 


The school of life insurance salesman- 
ship being conducted in Kansas City 
under the direction of the life underwrit- 
ers’ association and the general agents’ 
and managers’ club of Kansas is enter- 
ing its second semester with an enroll- 
ment of 60. Emphasis in the study this 
semester instead of being on fundamen- | 
tals will be on salesmanship and prac- | 
tical application. 





Minnesota Mutual’s Fargo Meeting 


The annual meeting of the full-time 
representatives of the Minnesota Mu- 
tual Life in North Dakota was held last 
week in the offices of the Simpson 
agency, Fargo. O. J. Lacy, vice-presi- 
dent in charge of age ncies, and Harold 
]. Cummings, associate agency manager, 
led the discussions. 





W. R. Stafford in New Post 


_ W. Russell Stafford has been placed 
in full charge of the insurance depart- 








Day May 18. Committees of speakers, | 
entertainment, program, meetings and | |) 
finance will be appointed by him. The | || 
plan is to make it a red letter day in | ]} 
that state. Other members of the gen- 
eral committee are Insurance Commis- | |} 
sioner Dumont, A. R. Talbot, Fred 





The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 





Walt, W. E. Straub, A. R. Eedmiston, 











F. E,. Helvey, E. C. Folsom, Curry 
Watson, O. H. Moreland, M. O. Tres- 
ter, J. F. Zimmer, W. H. Logan, M. L. 
Palmer, Chester B. Dobbs, Merle Rath- 





“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me'—thus writes « 


buyer of “‘Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. g@45 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. - 8 
—— | 














Our Agents 


Medical. 


for as much as $3,000. 








Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 
Our Class C Senior Agents may write Non-Medical Applications 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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SOUTHERN CALIFORNIA 
A Golden Opportunity! 


One of the oldest and strongest Companies in 
America 


One of the largest life-accident and health (all in 
one policy) Companies writing Non-Par— 


With $300,000,000 in force — over $50,000,000 in 
assets— 


Has an opening for a young man of experience, per- 
sonality—and a sizable ambition. 


A money making general agency contract for a man 
willing to earn it—and who can build a five to 
ten million a year agency. 





But you must write now address D-11, care The 


National Underwriter. 


A Golden Opportunity! 

















A TOWER OF STRENGTH 


Insurance in Force 
$1,250,000,000 





ED cncdtdaceentudssdnsecadaccesd eee 
SURPLUS AND CONTINGENCY 
FUNDS 
TOTAL LIABILITIES . 
(Including Paid-up Capital) 


45,000,000 
300,000,000 


ee eee ewe eweeenwe ee ewe eer eee eens 


“ese ee eee 


Interest on Policy proceeds, profits, etc., 
left with the Company 
5%% 


Total investments in United States securities 
exceed $125,000,000 


‘*Prosperous and Progressive” 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 























burn, E. J. 
Howard S. 
Ira Crook. 


Equitable’s Cedar Rapids Meeting 


H. E. Aldrich, vice-president and 
superintendent of agencies, and Ray 
Fuller, field supervisor for the Equitable 
Life of Iowa, were the principal speak- 
ers at last week’s meeting of the Cedar 
Rapids branch. It was a two-day ses- 
sion. Oscar Anderson was in charge of 
the first day and B. A. Barlow super- 
intended the second day’s meeting. 


Faulkner, W. W. pare 
Wilson, Frank Mills and 





Leo Stamm Adds New Unit 


Further expansion of the unit system 
of directing agents of the Acacia Mu- 
tual Life in Chicago has been announced 
by Leo R. Stamm, Chicago manager of 
the company. F. A. Kautz has been 
placed in charge of a unit of 10 agents 
working in the city. Near the end of 
last year Mr. Stamm created the first 
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three units. He announces ;that the 
unit plan is entirely successful and that 
the work of the first three units cre- 
ated indicates the practicality of the 
system. 





Equitable’s Kansas City School 


Dr. G. B. Van Arsdall will arrive in 
Kansas_ City Jan. 23 to conduct a 
month’s school in the Kansas City 


agency of the Equitable Life of New 
York. According to A. M. Embry, man- 
ager, there will be about 50 agents en- 
rolled in the school. Dr. John A. Stev- 
enson, second vice-president, will be 
present to open the school. 





Great States Licensed 


The Great States Life of Bloomington, 
Ill., has received its license. At the close 
of the year it had $257,000 of insurance 
in force. This is an assessment company 
charging legal reserve rates and oper- 
ates only in its home state. 








IN THE SOUTH AND SOUTHWEST 

















FORT WORTH LIFE MEN MEET | THRIFT WEEK DRIVE OPENS 


Tulsa Banker Speaks on Insurance 
Trusts and Explains the Atti- 
tude of Trust Companies 





At a meeting of the life underwriters 
of Fort Worth, Tex., Judge H. L. Stand- 
even, vice-president and trust officer of 
the Exchange Trust Company of Tulsa, 
Okla., spoke about life insurance trusts. 
He traced the history of life insurance 
and gave the benefits of the combination 
of the two types of service. He said: 

“The attitude taken by trust companies 
in this plan of cooperation with life 
underwriters is generally contained in 
three statements. We are not in the 
insurance business. We do not sell life 
insurance nor do we recommend any 
particular company. We constantly ad- 
vocate the value of life insurance in our 
advertising and our contacts. 
that when the life underwriter thor- 
oughly understands the life insurance 
trust plan he will appreciate its advan- 
tages and opportunities so that we can 
work together for our mutual benefit.” 


Judge Standeven told of the cooper- | 


ative 
and insurance 
cluded by saying: 
in futures, and selling 
ice. <A life insurance 
selling the means of disc harging moral 


advertising of the trust company 
men in Tulsa. He con- 
“We are both dealing 
intangible serv- 


obligations to provide safety, content- 
ment and happiness. The trust com- 
pany is selling direction of these means | 


to that end.” 


Virginia Appointment Delayed 


The Virginia corporation commission 
will not make the appointment of the 
head of the new division of insurance 
and banking created under Governor 
Byrd’s reorganization plan until after 
Feb. 1..When Governor Byrd recently 
appointed W. M. Fletcher to succeed 
Berkley D. Adams as a member of the 
commission Feb. 1, it was decided to 
defer the appointment of the head of 
the newly created division until Mr. 
Fletcher enters on his duties. It is 
understood that the program is for Mr. 
Fletcher to have supervision over bank- 
ing and insurance. The chief of the new 
division does not go into office until 
March 1. Col. Joseph Button, the pres- 
ent commissioner of insurance, is gen- 
erally believed to be favored for this 
appointment. Mr. Fletcher is rated as 
one of the leading lawyers of the state. 
His home is at Sperryville. 





General Counsel for United Fidelity 


Rhodes S. Baker has been elected gen- 
eral counsel for the United Fidelity Life 
of Dallas, Tex., with W. T. Henderson 
as associate counsel. Mr. Baker will 
be a member of the board of directors 
and of the executive committee. 





Program of Speakers and Advertising 
Spur Agents to Make Record 
on New Business 





OKLAHOMA CITY, Jan. 19.—Co- 
operating with the National Thrift Week 


| movement, the Oklahoma Association of 


We feel | 


| ing, 


Life Underwriters at its last week’s 
meeting heard a program to stimulate 
underwriters to get busy and make 
Thrift Week the biggest from volume 
standpoint of any week in the history 
of the life insurance business in Okla- 
homa. Three subjects were discussed by 
experts in, each line, all correlated and 
leading up to the relation and intertwin- 
ing of trust companies and life insurance 
companies. “National Thrift Week is 
our week,” said C. C. Day, chairman 
of the program comm ittee in presenting 
the first speaker. “Life insurance will 
be discussed next week from many out- 
sources. Everybody will be think- 
talking, advertising life insurance. 
It is our time to capitalize. 

“Wills for every citizen was the theme 


side 


|}upon which Wilbur J. Hollman, trust 
officer at the American First National 
| bank of this city, talked. “If every hus- 
band knew what every widow knows it 


underwriter is | 





would be easy sailing for trust and life 

insurance companies,” he said, in stress- 

ing the advantages of making a will. 
Manager Stresses Thrift 


The selling side of wills and thrift for 
the life insurance man was explained by 
Horace E. Combs, district manager oi 
the Massachusetts Mutual, at Enid, 
Okla. A will is the specific and tangible 
solution of the problem of handling an 
estate, the speaker contended. 

Thrift activities of the association 
have been crystalizing for several weeks, 


with committees working to induce 
every member to do his best to make 
this a banner life insurance week, and 


canitalize on the free publicity being 
given to life insurance. A double page 
spread was used in the daily paper 
Wednesday night and Thursday morn- 
ing—one page headed in large letters 
with the words, “Make a Will Day” 
and the opposite page headed with “Life 
Insurance Day.” The copy urges the 
public, during this week, to think about 
the creation, conservation and distribu- 
tion of their property. It urges them to 
consult life insurance men and let him 
audit policies to see if proper benefi- 
Cciaries are named, premiums falling due 
at times they are wanted and arranging 
for distribution on as favorable terms 
from a taxation standpoint. A new year 
resolution was suggested, that “I am 
going to place my house in order during 
the year 1928.” Names of insurance 
companies and the banks that operate 
trust departments were signed at the 
bottom of each page. 
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PACIFIC COAST AND MOUNTAIN FIELD 











EQUITABLE OF N. Y. MEN MEET 


Tri-State Agency Managers Convene in 
Salt Lake City to Make 
1928 Plans 





The tri-state agency of the Equitable 
Life of New York held its annual man- 
agers’ meeting at Salt Lake City last 
week. J. H. Harrop, agency manager, 
presided at the business session and 
plans were made for 1928. 

This agency comprises Montana, 
Idaho, western Nevada, westegn Wyo- 
ming and Utah. The tri-state agency 
has written over $10,000,000 a year for 
the past three years. Associated with 
Agency Manager Harrop is R. W. An- 
derson, assistant manager, who is presi- 
dent of the Utah Life Underwriters’ As- 
sociation, 

The district managers in attendance 
were W. C. Moore, Great Falls, Mont.; 
W. E. Williams, Helena, Mont.; E. H. 
Trandum, Billings, Mont.; H. R. Pickett, 
Boise, Ida.; . H. Wade, Pocatello, 
Ida.; V. J. Harrop, Ogden, Utah; AI- 
bert Kirkpatrick, Provo, Utah; W. F. 
Smith, Salt Lake City. 


HARRIS NOW HEAD OF 
AGENCY DEPARTMENT 


Marshall C. Harris, president of the 
Western States Life of San Francisco, 
takes over the direct management 
all the agencies following the change 
whereby Agency Manager R. M. Beck- 
ley becomes manager of the home office 


branch and northern California. 
Harris’ title hereafter will be “presi- 
dent and manager of agencies.” His 


service with the company dates from 
its start. He is the oldest official in 
point of years of service. John W. 
Pearson will continue as inspector of 
agencies, C. W. Hollebaugh, field sec- 
retary, will be in charge of the depart- 
ment of education and publicity. Mr. 
Harris has set the mark at $23,500,000 
paid for business for this year. 


Berry on Coast Trip 


George Berry, field supervisor of the 
Sentinel Life, will leave Saturday for 
the Rocky Mountain region, visiting 
agencies of the company in Colorado, 
Utah and Oregon. The three weeks’ 
trip will be for the purpose of agency 
development in these states. 


Oregon Life Changes 


C. F. Adams, who has been treasurer 
of the Oregon Life, was recently elected 
president of that company. Edward 
H. Geary has now been named as treas- 
urer to succeed Mr. Adams. Mr. Geary 
is also executive secretary of the Secur- 
ity Savings & Trust Company of 
Portland. 


Conducts Extension Course 


C. W. Hollebaugh, field secretary of 
the Western States Life, has been se- 
lected to conduct a course in life insur- 
ance salesmanship under the auspices of 
the University of California extension 





of | 


Mr. | 


division. The course started Jan. 17 and 
will consist of 15 two-hour lessons. Mr. 
| Hollebaugh has made quite a name for 
himself in life underwriting circles in 
educational work and is the author of 
| the sales course which is now being used 
'by the Western States Life. 





| 
L 








IN THE ACCIDENT AND HEALTH FIELD | 








ACCIDENT INCOME INCREASES 


Connecticut General Life 1927 Pre- 
miums 10 Percent Over Previous 
Year’s, Says George Goodwin 


George Goodwin, assistant secretary | 


of the Connecticut General Life’s acci- 
dent department, announced at a meet- 
ing of the H. E. Barlow agency in 
Springfield, Mass., last week, that the 
company’s 1927 accident premium in- 
come increased approximately 10 per- 
cent over that of 1926. 

Mr. Goodwin told the men that one 
of the best arguments for selling acci- 
dent and health insurance that has come 
to his attention recently is that a man’s 
present accident premiums are paying 
the cost of a probable future accident 
or illness in comparatively small yearly 
instalments. There are not many who 
escape serious illness or accidental in- 
jury at some time or other, and if a man 
isn’t paying for accident insurance now, 
the chances are that when he is laid up 
he'll be paying the equivalent of his 
back premiums on the accident and 
health insurance he ‘thasn’t had—and 
much more besides. 





New President for World Accident 


OMAHA, NEB., Jan. 18.—Amos Thomas 
Was elected president of the World Ac- 
cident at its annual meeting. Other 
officers are Hugh Stokes, vice-president; 
J. H. Micek, secretary; J. W. Redelfs, 
treasurer; T. W. Blackburn, general 
counsel; Dr. A. C. Stokes, medical direc- 
tor; C. K. Blackburn, director. Messrs. 
Thomas and Redelfs are newly elected. 
A 40 percent business increase in 1927 
over 1926 was reported. 


Midland Casualty Meeting 
The Midland Casualty will hold a 
meeting of its general] agents and mana- 
gers in Milwaukee, Jan. 27-28. H. O. 
Maxwell, secretary, will be in charge. 





TO STRESS MAJOR PROBLEMS 


Agency Questions and the Policy Con- 
tract Will Be Main Topics of Health 
& Accident Conference 


Announcements so far made indicate 
an unusually interesting program for the 
mid-winter meeting of the Health & Ac- 
cident Underwriters Conference, to be 
held at the Stevens hotel in Chicago, 
March 13-14. 

The first day will be devoted entirely 
to agency problems. There will be two 
speakers at the morning session on top- 
ics connected with agency organization 
and management and in the afternoon 
there will be four round table discus- 
sions, taking up agency questions from 
the standpoint of the company executive, 
the underwriter, the claim adjuster and 
the agent himself. 

The topic for consideration on the sec- 
ond morning will be the accident and 
health contract. There will be discus- 
sions of the policy contract in its gen- 
eral phases and also some of the spe- 


, cial features, such as hospital indemnity 





and surgical benefits. It is considered 
possible that in connection with this dis- 
cussion the question of drafting a uni- 
form wording for some of these special 
provisions, as has already been done for 
a number of the main features of the 
policy contract proper, may be consid- 
ered. 

The second afternoon will be given 
over primarily to a business session. 
Most of the committee reports, which 
heretofore have been scheduled for. the 
first session, will be presented at that 
time. 


Division Managers Meet in Dallas 


Western division managers of the Na- 
tional Life & Accident were in Dallas 
last week for a conference at which 
problems for the coming year were dis- 





Managers from Arkansas, Loui- 
Oklahoma, Mississippi, Kansas, 


cussed. 
siana, 


California, Nebraska and Texas attended | 


the conference, which extended over 
three days. Officials of the company at- 
tending the meetings were W. R. Willis, 
E. W. Craig, E. B. Stephenson and T. 
Leigh Thompson, vice-presidents. W. H. 
Julian of the Dallas office was host to 
the visitors while they were in the city. 

Conditions in the southwest are ex- 
cellent, officials of the company said. 
The experience of the company in the 
southwest has been all it expected and 
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{the outlook for the present year is ex- 
| cellent, they declared. 





McIntosh on Coast 


Fred W. McIntosh, recently appointed 

western field supervisor for the Monarch 
Life and Monarch Accident of Spring- 
| field, Mass., who maintains headquar- 
ters in Des Moines, is making a tour of 
| inspection of his Pacific coast agencies. 
The Monarch has well established or- 
| ganizations in Sacramento, Los Angeles 
and San Francisco. 








Policy Literature, Rate Books, etc. 





PRICE, $4.00 and $2.00 respectively. 





Digest’’ and ‘‘Little Gem,"’ Published Annually in May and April respectively. 


Supplementing the ‘‘Unique Manual- 








Matual Life’ Premiums 











The new 1928 dividend schedule of the Mutual Life of New York has been 
published in brief in previous issues of THe Nationa, Unpberweirer. Following 
is the detailed scale for the three principal policy forms: 

20-YERBAR ENDOWMENT 
™ —--Dividend—— — = — 
Age Prem. 2nd 3rd 4th 5th 6th 7th 8th 9th 10th 
ikea sewpaee $47.24 $ 8.73 $ 9.19 $ 9.68 $10.21 $10.76 $11.35 $11.94 $12.56 $13.21 
Bsceeoseue 47.34 8.79 9.26 9.74 10.2 0.82 11.40 12.00 12.62 13.27 
Saar 47.45 8.87 9.32 9.81 10.34 10.89 11.48 12.08 12.70 13.35 
ie descaeeav' 47.56 8.93 9.39 9.87 10.40 10.95 11.53 12.14 12.76 13.41 
| ae 47.68 9.01 9.47 9.95 10.48 121.03 11.62 12.22 12.85 13.49 
15.. 47.79 9.08 9.53 10.02 10.54 121.10 11.69 12.30 12.92 13.56 
Se 47.92 9.17 9.62 10.11 10.64 11.20 11.79 12.39 13.01 13.65 
ar 48.05 9.26 9.71 10.19 10.72 11.29 11.87 12.47 13.09 13.74 
eee 48.18 9.33 9.78 10.27 10.80 11.36 11.94 12.54 13.17 13.81 
RRR 48.33 9.43 9.89 10.37 10.90 11.46 12.04 12.65 13.27 13.91 
ss, eatetieit 48.48 9.53 9.97 10.46 10.99 11.55 12.14 12.74 13.36 14.00 
ee 48.62 ' 9.61 10.05 10.54 11.07 11.64 12.22 12.82 13.44 14,07 
Oe lEtead 48.75 f 9.68 10.12 10.60 11.13 11.69 223.27 12.87 13.49 14,12 
eet aeae 48.89 9. 9.76 10.19 10.68 11.21 11.77 132.36 12.95 13.56 14.18 
NG Sek Cian 49.04 9. 9.84 10.28 10.76 11.29 11.85 12.42 13.01 13.62 14,24 
25.. 49.19 § 9.91 10.35 10.82 11.35 11.91 12.48 13.06 13.67 14.29 
Tes tie 49.36 § 9.99 10.43 10.91 11.43 11.98 12.54 13.13 13.73 14.36 
 egehageahgetae 49.53 9. 10.06 10.50 10.99 11.51 12.05 12.61 13.19 13.80 14.43 
Tete 49.72 § 10.13 10.58 11.06 11.57 12.12 12.68 13.27 13.88 14,51 
eee 49.92 9. 10.20 10.64 11.12 11.65 12.19 12.76 13.35 13.96 14,59 
Ee 50.13 § 10.25 10.70 11.19 11.72 12.26 12.83 13.42 14.04 14.67 
7 Sear 50.36 899. 10.32 10.77 11.27 11.79 12.34 12.91 13.51 14.13 14.77 
RE Ree 50.60 = 9. 10.42 10.87 11.36 11.88 12.44 13.01 13.61 14.23 14,87 
REP 50.87 § 10.52 10.97 11.46 11.98 12.54 13.12 13.72 14.34 14.97 
ii ag ginal 51.15 9. 10.61 11.08 11.56 12.09 12.64 13.22 13.8% 14.44 15.08 
icin wie 51.47 ¢ 10.73 11.19 11.68 12.21 12.77 13.35 13.95 14.56 15.21 
36 51.80 10. 10.83 11.30 11.80 12.88 1289 13.47 14.07 14.69 15.38 
ON ik 6 ie 52.17 10. 10.96 11.43 11.94 12.47 13.03 13.61 142 14.84 15.48 
38.. 92.57 10. 11.10 11.57 12.07 12.60 13.17 13.76 14.36 14.98 15.62 
os wisn’ geen 10 11.72 11.75 12.22 12.76 13.33 13.91 14.52 15.14 15.79 
40 10 11.39 11.87 12.88 12.92 13.49 14.09 14.69 15.32 15.97 
SR Ea 10 11.56 12.04 12.54 13.08 13.66 14.25 14.87 15.50 16.16 
42 10.5 11.73 12.22 12.74 123.28 13.86 14.46 15.08 15.72 16.38 
ER Pein 11 11.91 12.41 12.92 13.48 14.07 14.67 15.30 16.59 
| pes 11.3 12.12 12.63 13.25 138.70 14.30 14.92 15.55 16.81 
45.. 56.69 11.! 12.24 12.84 13.38 13.96 14.56 15.18 15.80 17.06 
ia acer ale 57.54 11. 12.59 13.10 13.66 14.24 14.85 15.46 16.06 17.38 
OR 58.48 12 12.85 13.40 13.96 14.55 15.14 15.74 16.36 17.61 
RO  hearg 59.51 12.31 13.14 13.69 14.26 14.84 15.43 16.04 16.65 17.91 
49. 60.65 12.62 13.46 14.02 14.58 15.16 15.77 16.36 16.97 18.22 
50 61.90 1297 18.81 14.37 14.94 15.62 16.11 16.71 17.33 18.56 
re eke he 63.27 13.31 14.17 14.73 15.31 15.89 16.48 17.10 17.70 18.92 
Se 64.78 13.70 14.56 15.14 15.70 16.29 16.89 17.49 18.08 18.31 
ae 66.43 14.10 14.97 15.55 16.13 16.72 17.30 17.90 18.50 19.71 
= pee 68.24 14.55 15.41 15.99 16.58 17.16 17.75 18.35 18.95 20.16 
ERS 70.23 15.02 15.89 16.47 17.05 17.64 18.24 18.84 19.43 20.64 
Saar 72.42 15.58 16.42 17.01 17.59 18.17 18.77 139.36 19 96 21 17 
EE 74.81 16.17 16.99 17.56 18.14 18.74 19.83 19.93 20.52 21.73 
oe re cae 77.42 16.76 17.59 18.15 18.73 19.32 19.93 20.52 21.13 22.28 
59. 80.28 17.44 18.29 18.82 19.39 19.98 20.57 21.19 21.78 22.87 
60 83.41 18.19 19.01 19.56 20.09 20.67 21.29 21.89 22.44 23.48 
ORDINARY LIFE 

——-__——- — - = Boysen’, Tear - —- —g sei oth seth 

Age Prems. Ist 2nd 3ra 4th 5t 6t t th § a 
io. $ 15.94 $ 5.64 $ 5.97 $ 6.01 $ 6.05 $ 6.12 $ 6.21 $ 6.29 $ 6.39 $ 6.47 $ 6.58 
16.21 5.70 6.02 6.07 6.11 6.20 6.28 6.36 6.47 6.57 6.68 
16.48 5.75 6.08 6.11 6.17 6.24 6.33 6.43 6.53 6.64 6.7! 
Pisecuxcet 16.78 5.81 6.13 6.18 6.23 6.32 6.41 6.51 6.63 6.74 6.86 
ae 17.08 5.87 6.20 6.24 6.30 6.38 6.48 6.59 6.71 6.83 6.94 
 Sarrree 17.40 5.94 6.26 6.31 6.37 6.45 6.56 6.68 6.80 6 $2 7 04 
ae 17.73 6.00 6.33 6.38 6.44 6.53 6.65 6.77 6.89 7.01 7.14 
ican sance 18.07 6.07 6.41 6.46 6.53 6.62 6.75 6.87 6.99 7.11 7 25 
ecaeees 18.44 6.15 6.48 6.53 6.61 6.72 6.84 6.96 7.09 7.23 7 36 
bs ieon ee 18.81 6.22 6.56 6.62 6.70 6.80 6.93 7.05 7.20 7 34 7.48 
Mccncosen 19.21 6.30 6.65 6.70 6.79 6.90 7.03 7.17 7.31 7 45 7.59 
eee 19.62 6.39 6.74 6.79 6.88 6.99 7.14 7.28 7.42 7.57 7.71 
22. 20.06 6.49 6.84 6.90 6.99 7.11 7.25 7.40 7.54 7.69 7.84 
eer 20.51 6.58 6.93 6.99 7.09 7.22 7.36 7.51 7.66 7.81 7 95 
Ia 20.99 6.68 7.04 7.11 7.20 7.33 7.48 7.63 7.78 7.92 8.07 
rer 21.49 6.79 7.15 7.23 7.32 7.45 7.61 7.75 7.90 8.05 8.20 
«5 eee 22.01 6.88 7.25 7.33 7.43 7.57 7.72 7.86 8.01 8.17 8.33 
sae 22.56 6.98 7.35 7.43 7.55 7.68 7.83 7.98 R.14 8.30 8.48 
ee Gears 23.14 7.07 7.45 7.54 7.66 7.80 7.95 8.11 8.28 8.45 8.63 
tie nine 23.74 7.15 7.54 7.64 7.76 7.91 8.08 8.24 8.42 8.60 8.79 
30. 24.328 7.24 7.64 7.75 7.89 8.05 8.21 8.39 R58 8.78 8.98 
25.05 7.34 7.74 7.86 8.01 8.18 8.36 8.55 8.74 8.95 9.16 
|r 25.75 7.45 7.87 7.99 8.15 8.32 8.51 8.71 8.92 9.13 9.36 
eee 26.50 7.59 8.02 8.15 8.31 8.49 8.69 8.90 9.1? 9.34 9.57 
wees aucare 27.28 7.72 8.16 8.31 8.47 8.66 8.87 9.09 9.32 9.55 9.79 
EE 28.11 7.86 8.31 8.47 8.64 8.84 9.06 9.29 9.53 9.77 10.03 
ih ¢sasean 28.98 8.01 8.46 8.63 8.82 9.02% 9.26 9.50 9.75 10.01 10.27 
ES 29.90 8.16 8.63 8.81 9.02 9.24 9.48 9.73 9.99 10.25 10.53 
ise edeses 30.88 8.34 8.83 9.02 9.23 9.46 9.71 9.98 10.24 10.49 16,81 
ree 31.91 8.53 9.03 9.23 9.44 6.69 $9.96 10.23 10.52 1080 11.11 
Sivas 2 seee 33.01 8.74 9.23 9.44 9.68 9.94 10.22 10.51 10.80 11.11 11.44 
ibticsecs 34.16 8.94 9.46 9.68 9.92 10.19 10.49 10.79 11.10 11.43 11,78 
eee 35.39 9.17 9.69 9.94 10.20 10.48 10.78 11.10 11.44 11.79 12.15 
Sooo 36.70 9.39 9.95 10.20 10.48 10.78 12.10 13.45 11.80 12.17 12.52 
Cibesseese 38.08 9.65 10.21 10.50 120.79 11.10 12.45 11.81 12.18 12.54 12.89 
er 39.55 9.92 10.50 10.79 11.10 13.45 21.82 12.20 12.56 12.92 13.20 
ihaceens 41.12 10.22 10.82 11.13 12.47 11.83 12.22 12.60 12.96 13.35 13.73 
Spee 42.79 10.54 11.15 11.50 11.86 12.24 12.62 13.00 13.49 13.78 14.17 
ee 44.57 10.87 11.51 11.88 12.26 12.65 13.04 13.44 13.84 14.23 14.64 
heseced« 46.46 11.24 11.91 12.30 12.68 13.08 13.49 13.89 14.30 14.72 15.12 
ee 48.48 11.65 12.34 12.74 13.14 13.55 13.96 14.37 14.80 15.21 15.62 
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Throw Away the 
Old-Fashioned Card Index 


“Life Insurance agents are 
too busy, too energetic, to 
longer put up with old- 
fashioned .card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register,” says the 
Spectator, the well-known 
eastern insurance journal. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the in- 
formation needed to analyze 
your client’s life insurance, 
to answer his every question, 
can be secured in a moment. 


It is easy, too, to keep tab of 
the Birthday dates of your 
policyholders. 


The last word in life insur- 
ance records—at the lowest 
price! That is what we offer 
you. For the Life Insurance 
Register is priced at $7.25. 
Think of it—a_ loose-leaf, 
well-bound, stamped-in-gold, 
post binder, sheets for 450 
accounts and the greatest 
system ever devised for 
keeping a real record of your 
life insurance business—for 
$7.25. You must get full de- 
tail and examine sample 
sheet of the register. That’s 
why we want—urge—you to 
use the coupon NOW. 


Accurate Loose Leaf Co. 








= NEW YORK CITY 
mena cll _— ewe ia ae ee ae a ee ee 8s ee ee Ce 
= Accurate Loose-Leaf Co., 81 Nassau Street, New York City, N. Y. 
aan ome Gentlemen: Please send sample sheet and complete information on the Life Insur- 
} ance Register. ' 
See PE dnb dhk pilshekkud sen Gls lxed teed wk eudsdbnedenebtbden tdeinesdadeeein 
anes PT nbtbtt.0b0e0dbdde dade septa eshoanehsteescee -ebesbaunes abet eescunesates 
a em ta it. :- cMibtentekienabhedennssnyenedabhteseeein es eeenatened BND. c'iccccecccdvase 
Semmens N.U. 1-13 
eat 
amore 

LITT 























AN OLD MASSACHUSETTS LIFE 


INSURANCE COMPANY 
is seeking an 


ASSISTANT TO THE SUPERIN- 


TENDENT OF AGENCIES 


preferably in his early thirties. 
Personal sales experience necessary. 
One to do constructive Sales work in Home Office and agencies. 

A permanent Home Office connection of unusual merit with oppor- 
tunity for advancement. 


Address with full information 


Assistant Superintendent of Agencies 


Massachusetts Company 
Address D-15, Care The National Underwriter. 

















GREAT REPUBLIC LIFE 


INSURANCE COMPANY 


of LOS ANGELES, CAL. 


HAS ATTRACTIVE AGENCY OPENINGS IN TEXAS 


Now available for consideration by capable men of high char- 
acter and satisfactory records of successful experience. Very 
liberal contracts and unusually attractive forms of policies. 
Houston and Amarillo territories open for General Agencies. 
Also a number of district agencies. If interested, communi- 
cate with 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 




















Dividend Year. 




















Age Prems lst 2nd 3rd 4th 5th 6th 7th 8th Sth 10th 
ses eed ed 50.6 12.06 2.77 3.18 3.60 14.02 14.45 14.89 15.31 15.73 16.16 
Peer 52.91 12.53 13.25 13.68 14.10 14.54 14.99 15.42 15.85 16.29 16.71 
ES 55.35 13.00 13.75 14.19 14.64 15.09 15.53 15.97 16.42 16.87 17.30 
| Sere 57.95 13.53 14.27 14.73 15.19 15.65 16.10 16.57 17.03 17.47 17.93 
tenes 60.72 14.07 14:83 15.30 15.77 16.24 16.72 17.19 17.65 18.12 18.57 
Tineee eee 63.68 14.70 15.44 15.93 16.41 16.88 17.37 17.84 18.32 18.79 19.27 
rer 66.84 15.3 16.09 16.57 17.05 17.55 18.04 18.54 19.02 19.52 20.00 
eddeuases 70.22 16.04 16.78 17.26 17.76 18.26 18.78 19.28 19.79 20.28 20.72 
PP 73.83 16.78 17.56 18.02 18.52 19.02 19.54 20.07 20.58 21.04 21.46 
or 77.69 17.60 18.36 18.85 19.31 9.82 20.37 20.90 21.37 21.81 22.22 
| Sees 81.82 18.48 19.20 19.69 20.19 20.70 21.24 21.73 22.19 22.61 23.04 
ie ce¢uhede 86.24 19.37 20.12 20.58 21.07 21.60 22.11 22.59 23.02 23.47 23.97 
ee 90.97 20.31 21.06 21.54 22.03 22.51 23.01 23.47 23.93 24.44 24.96 
ins cusses 96.05 21.32 22.05 22.52 22.99 23.47 23.94 24.42 24.96 25.50 26.00 
eae 101.48 22.37 23.09 23.54 24.00 24.45 24.95 25.51 26.07 26.59 27.12 
Divéactees 107.31 23.40 24.14 24.57 25.04 .25.52 26.10 26.68 27.23 27.78 28.54 
engeumee 113.56 24.47 25.18 25.62 26.12 26.72 27.34 27.90 28.48 29.27 30.05 
 =eaeere 120.25 25.58 26.29 26.76 27.39 28.03 28.62 29.23 30.06 30.86 31.66 
eae 127.42 26.66 27.50 28.17 28.78 29.39 30.03 30.89 31.74 32.57 33.39 
ere 135.11 27.95 28.94 29.58 30.23 30.89 31.80 32.68 33.55 34.41 35.26 
20-PAYMENT LIFE 
Dividend Year ‘ 
S. ist 2nd 3rd 4th 5th 6th 7th 8th 9th 10th 
$ 6.82 $ 7.27 $ 7.44 $ 7.61 $ 7.81 § 8.04 $ 8.28 $ 8.51 $ 8.76 $ 9.02 
6.89 7.34 7.50 7.68 7.89 8.11 8.35 8.60 8.85 9.11 
6.95 7.39 7.56 7.74 7.95 8.18 8.42 8.67 8.93 9.21 
7.01 7.45 7.62 7.81 8.03 8.26 8.51 8.77 9.04 9.32 
7.08 7.54 7.71 7.89 8.12 8.35 8.60 8.88 9.16 9.43 
7.15 7.60 7.77 7.97 8.18 8.44 8.70 8.97 9.25 9.53 
7.22 7.68 7.85 8.05 8.28 8.54 8.80 9.07 9.35 9.64 
7.30 7.76 7.94 8.14 8.38 8.64 8.91 9.18 9.47 9.77 
7.38 7.83 8.02 8.22 8.47 8.74 9.00 9.28 9.58 9.88 
7.46 7.92 8.11 8.32 8.57 8.83 9.11 9.40 9.70 10.01 
7.55 8.02 8.20 8.42 8.67 8.94 9.23 9.53 9.83 10.14 
7.63 8.11 8.29 8.51 8.77 9.05 9.34 9.64 9.94 10.26 
7.74 8.22 8.40 8.63 8.89 9.18 9.47 9.77 10.08 10.39 
7.84 8.31 8.50 8.74 9.01 9.30 9.59 9.90 10.21 10.52 
7.94 8.42 8.62 8.85 9.12 9.41 9.71 10.02 10.32 10.64 
8.05 8.53 8.74 8.97 9.24 9.54 9.84 10.14 10.45 10.78 
8.14 8.64 8.84 9.09 9.36 9.66 9.95 10.26 10.58 10.91 
8.24 8.73 8.95 9.20 9.48 9.77 10.08 10.39 10.72 11.06 
8.32 8.83 9.05 9.31 9.59 9.89 10.20 10.52 10.86 11.21 
8.42 8.94 9.16 9.42 9.72 10.03 10.34 10.68 11.03 11.39 
8.49 9.02 9.27 9.53 9.84 10.15 10.48 10.82 11.18 11.55 
8.60 9.13 9.38 9.66 9.97 10.30 10.64 10.99 11.36 11.74 
8.72 9.27 9.52 9.81 10.12 10.46 10.81 11.17 11.55 11.94 
8.85 9.40 9.66 9.96 10.27 10.62 10.98 11.36 11.74 12.13 
8.98 9.53 9.82 10.11 10.44 10.79 11.16 11.55 11.94 12.34 
9.11 9.68 9.97 10.28 10.61 10.98 11.36 11.75 12.15 12.57 
9.26 9.83 10.13 10.45° 10.80 11.17 11.56 11.95 12.37 12.79 
9.40 9.99 10.30 10.63 10.99 11.37 11.76 12.18 12.60 13.03 
9.56 10.17 10.48 10.83 11.19 11.58 11.90 12.40 12.84 13.28 
9.73 10.36 10.67 11.01 11.39 11.80 12.21 12.65 13.09 13.55 
9.93 10.54 10.87 11.23 11.63 12.04 12.47 12.90 13.36 13.84 
10.12 10.75 11.10 11.46 11.86 12.29 12.72 13.18 13.65 14.15 
10.33 10.96 11.33 11.71 12.12 12.55 13.01 13.48 13.97 14.47 
10.53 11.19 11.57 11.96 12.38 12.83 13.31 13.80 14.30 14.80 
10.77 11.44 11.83 12.24 12.67 13.14 13.63 14.14 14.63 15.12 
11.02 11.70 12.10 12.53 12.99 13.48 13.98 14.47 14.96 15.48 
11.29 11.98 12.40 12.85 13.33 13.83 14.33 14.82 15.33 15.84 
11.58 12.29 12.74 13.21 13.70 14.19 14.68 15.20 15.71 16.22 
11.87 12.61 13.08 13.56 14.06 14.55 15.07 15.57 16.09 16.62 
12.22 12.98 13.46 22-25 et ag seas rt 33-82 aT3e 
12.59 13.36 13.85 14.3 14. 15.3 5. \y : y 
12.96 13.75 14.25 14.76 15.27 15.79 16.33 16.85 17.38 17.92 
13.38 14.19 14.70 15.20 15.73 16.27 16.79 17.32 17.86 18.40 
13.82 14.64 15.16 15.69 16.22 16.75 17.28 17.82 18.36 18.89 
14.28 15.10 15.63 16.16 16.70 17.23 17.78 18.32 18.86 19.41 
14.79 15.62 16.16 16.70 17.23 17.79 18.34 18.88 19.43 19.97 
15.37 16.18 16.73 17.27 17.81 18.37 18.91 19.47 20.02 20.58 
15.98 16.77 17.31 17.85 18.41 18.97 19.53 20.08 20.65 21.21 
16.61 17.41 17.94 18.49 19.05 19.63 20.19 20.76 21.32 21.83 
17.30 18.12 18.63 19.17 19.73 20.30 20.88 21.45 21.97 22.47 
18.07 18.87 19.40 19.91 20.46 21.06 21.64 22.16 22.66 23.14 
———EE 34.78 47.90 40.90 37.43 35.67 
UNITED STATES LIFE CHANGES a 36.33 49.31 42.26 38.80 37.11 
_ cssces Et oe ie pig oo-2e et 
All Life Forms Changed to Endowments 52. Asia 178 54.08 46:38 43.59 42.11 
; : an = Ei eeces 43.85 55.5 ’ 5. 7 
at 85 With Slight Premium ae~earee 6.08 57.94 50.77 47.52 46.17 
Increase oe 48.46 60.07 52.85 49.69 48.46 
s reer in tet ry Pt} et se“ 
Seenwe 53.67 64.60 a 54.45 
if S Ini 5 i 56.50 67.00 59.88 57.04 
Life forms of the United States Life | 5§-----: 59.49 69.48 62.51 59.7 
have been changed to endowments at | g9'°'*** 62.65 7205 65.28 62.65 
85. This has been done with only a/|61...... 66.00 74.82 ... ea 
slight increase in the premiums charged. es spc +4 hig 4 | 
The increase at age 17 is about 4 cents | 64....: 77.86 84.78 
and at age 55 it runs from 20’cents to | ®5------ 2.80 88.69 
60 cents, the increase being greater in - ee 
the lower premium plans. National Life of Vermont 
’ No change is made in endowments.| The National Life of Vermont. an- 
The new premium rate follows: | nounces that Jan. 1 the following rates 
s | were put into effect for its disability 
Endowment at Age 85 benefits. The rates are considerably in- 
ora — td ne Bn creased over those previously in use. 
. ay ay ay ay 9 i 35 ET] 
‘Life Life Life Life Life | “Sy o ttc a ek ee 
12.71 $24.08 $19.84 $17.37 $15.80 Ord. Life W. P 44 56 74 100 206 
12.97 24.45 20.14 17.64 16.04 | Ord Life M. 1... .: 305 349 409 487 751 
13.24 24.82 20.45 17.91 16.30] 99 pas — a aa. “or F A 72 910 
13.53 25.20 20.77 18.20 1657 | 39 pay Lite ba | aan ann any age cus 
13.82 25.61 21.11 18.50 16.84 | 5 4 eS -_ > 2  oe% 
1418 $6.08 31.46 1681 17-13 | 50 Yr oat eb)! 108 180 2ne Ben fhe 
14.48 9646 91.83 19.15 17-48 | So ve, memati ay *Sh 288 328 fis 
44.90 9691 $819 19.67 19-75 | So ys: nas eT” 198 one gas uae fal 
1618 27:38 Sens ise iggy | 30 Yr. End’t MT... 199 261 360 461 747 
15.5 27.86 22.99 20. R : 
ip94 28:37 33.41 30:86 1877 American Central Life 
$ ‘ 
ad ap aes ass +o 38 : Effective Jan. 1, the American Central 
17.27 29.99 24:79 21.80 19.95 wife eo "re a (non-par) ——— 
17.78 30.58 25.28 22.26 20.39 | rates, added a waiver of premium dis- 
18.33 31.19 25.80 22.73 20.84 | ability clause and increased the rates 
nts +33 20-38 so-33 21-33 on its disability 1 percent monthly in- 
20.30 33:16 27.49 24.32 29°41 | come clause. Examples of the new pre- 
21.07 33.92 28.17 24.98 23.07 | miums follow: 
21.90 34.78 28.94 25.73 23.81 | Age seeeeeee 25 30 35 40 50 
22.79 35.74 29.80 26.56 24.64 Policy $ $ i 5 s 
23.74 36.80 30.75 27.46 25.55 | Ord. Life..... 15.48 17.68 20.55 24.36 37.31 
24.75 37.95 31.78 28.43 26.53 f. 2% seese 15.66 17.92 20.88 24.83 38.37 
25.82 39.12 32.83 29.43 27.55 _ aR Spee 7.04 19.52 22.76 27.08 41.79 
26.94 40.30 33.90 30.45 28.59 | 20 Pay Life. oo et 28.89 pH rr 3 
34.9 31.6 29.65 £ Lb aan ae 29. 2.85 44.32 
39:33 13°40 36.08 3258 30.74 le RR 38:20 31:38 3511 7.7 
oe. e° 43.94 37.21 33.71 31.86 BO Tg ne t ryt ry * $33 $3.23 4 ° 
1.93 45.22 38.38 34.89 33.05 A wre ‘ J .9F q § 
33.32 46.54 39.61 36.13 34.32  & éwveed 41.08 41.80 42.93 44.80 53.69 
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- —_—!|| STATE MUTUAL LIFE) 
OUTLINED PLAN OF COLLEGE | over the bodies of poorly paid workers | }| 
aati but in rendering some measure of eco- ASSURANCE COMPANY | 
Guy McLaughlin, Vice-President of | omc freedom to the beneficiaries of OF | 
A. C. L. U., Addresses Detroit Asso- ie o8 
ciation—Advocate of Education Ottawa, Ont.—At the annual meeting WORCHESTER, MASSACHUSETTS 
of the Ottawa association, A. C. Fisher 
: * : . of the Sun Life of Canada was chosen 
Guy McLaughlin, vice-president of the | president for 1928. It was decided to 
American College of Life Underwriters, | establish a local school of instruction | 
last week addressed a meeting of the for prospective underwriters and a link- ° 
Detroit association. He is the active |iM& UP, of | insurance men with the || Service to Agents 
. versity ) é - 
head of the college since the death Of tension course. A definite series of . . 
President E. A. Woods. He, outlined | courses in life underwriting will be | || Liberal Policy Contracts 
the plan of the college and gave an ex- | provided through the university. 
planation of the certificate plan and the | _ President-elect Fisher stated he 
method of applying for certificates. Mr. ae diet ak Ge ee "Seuss A Low Net Cost Record 
McLaughlin is general agent of the officers elected were: Vice-president, D. | 
Franklin Life at Houston. He is a vigor-| W. Morphy; secretary, W. E. Winters; | }| 
ous advocate of the education of agents. | treasurer, John D. Murray; executive | | 
He said that a well informed life under- | Committee, W. J. Dalton, F. D. Smith AN IMPROVED DIVIDEND SCALE FOR 1928 | 
writer is a joy to the prospect just as | *"4 “ D- Kennedy. | 
any other practitioner with a sureness of Asheville, N . a 24 a THE SIXTH INCREASE IN EIGHT YEARS | 
touch is a joy to the victim, from the Pe ty a aoe fim poping install | 
bootblack to the professor of psychology. tobert Russell as president and to vote | 
Isn’t it a grand and glorious feeling, to President L. W. Cherry and Secretary | 
he asked, “that the man administering | W. L. Bischoff the gratitude of the or- | } 
to you in any capacity knows his stuff, | ganization for the service given by them 
and don’t we give up freely to the | im, 1927. . INCORPORATED - 1844 
master in any line?” ; we on the uledion of tbe Wao tacer- If I HTY OUR YEARS OF ERVICE 
ni , : Love on the mission of the life insur- E s 
Sees Early Insurance ance man. He declared they have a spe- | G F 
| cial mission in the mountain country 
Mr. McLaughlin advanced the novel | around Asheville since they can induce | $$ —_—___—_— 
iden thet incurence and banking were | SO °° Sem See ee ‘th 
ies . . : A 4 be needed for the development of the 
<m first reactions of primitive man to section in the coming years. W. D. Har- 
his a The cave man hae ris made a brief talk on the importance 
lore the age of weapons even, ran a deer | of the life insurance trusts 
over a cliff, gorged himself on the car- | * * * " You are a producer 
cass, then dragged the meat into his Utah—The regular monthly luncheon ; 
cave. which oan basiien: and then, to | of the Utah association was .——- ol a You want a REAL job 
prevent unexpected disaster rolled a te tee a Rete ny ain én” dee : : 
stone across the entrance, which was absence of President A. W. Anderson. You believe in yourself 
insurance. Mr. McIntosh, general agent at Salt 
The pleasure which the life under- | Lake 4 the agua bomen of — sr A friendly interest is needed 
writer can take in his work was dwelt | W@5 the Speaker. January being ~ 
upon by Mr. McLaughlin. “How great Insurance Thrift Month, Mr. McIntosh Close co-operation is necessary 
a privilege ” he said, “to achieve eco — on Sect venom =o 
: 7 : a riate et, “Cooperation etween ° . 
nomic freedom through our work as life ate a a Other Agencies Territory does make a difference 
underwriters and realize that this free-! for Thrift and Better Living.” He urged 
dom has not been attained by riding a greater interest in civic affairs, the Write or wire: S. M. CROSS, President 
prio Nationa, INSURANCE COMPANY 
Insurance, Company Cincinnati, Ohio 
Ce. oO o> . 
ims? Your 1928 Tool Kit 
| 
OUR success in 1928 will be measured by the | M 
service you have to offer. The tool kit of the | | ure a- ary an ssurance 0. 
Ohio National salesman contains: OF BALTIMORE. MD 
: aie ; - it} “ L 
| 1—Monthly income policy issued to rejected risks. | | Demeemenatid Gis tie Ganked aieal ene 
2—Non-Medical or selective risk applications. Tl WE ISSUE 
3—Unusual facilities for accepting sub-standard | 
shits tones the Gaateunehs ean cnet. ||| STANDARD ORDINARY AND INDUSTRIAL POLICIES 
: ss . s | . N. WARFIELD, President A. W. . Secretary 
4—Juvenile Policies issued at ages 1 to 11, with J. BARRY MAHOOL, Vice-President DR. EDWARO NOVAK, Medical Director 
waiver of premium on the father. 
5—Budget premium payment plan. | sle aje 
The foregoing = ~ the santesd ete Sons Oe poaqyaiee com- | sia THE gia 
panies tell why “It Pays to Tie Up with the io National.” | 
For information in regard to an agency contract address: UNITED STATES LIFE 
| - INSURANCE COMPANY 
. ° . In the City of New York 
The Ohio National Life | Organized 1850 Non-Particip sting Policies Only 
| Over 71 Years of Service to Policyholders 
Insurance Company Good territory for personal producers, under d rect contract 
T. W. Appleby Cincinnati, Ohio E. E, Kirkpatrick (]) @ |] @ HOME OFFICE: 105-107 Fifth Avenue,New York City sie 
President Sup’t of Agents 
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Known 
for its Co-operation 


The This Company has not only talk- 
ed Co-operation, but given it so 
much, that it now has the repu- 
tation for being one of the 
leading ‘‘Co-operating’’ 


0] Companies. 


Company 


Co-operation Inter ested P 
Write for openings! 


Des Moines Life 
& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, IOWA 
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DO YOU=— 


W E will publish a 40 page 
magazine exclusively for 
you containing four pages of 
advertising copy devoted to 
you and your company. 
Cheaper than circular letters. 
The most efficient and economical means of maintain- 
ing close contact with your clients. 


Write for sample copy and detail of plan. 


HEALTH EXTENSION SERVICE 


INCORPORATED 
1004 Marquette Ave., Suite 206, Minneapolis, Minnesota 


6 


You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 

During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 

This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 





Keep in close con- 
tact with your best 
list of prospects, your 
old policy-holders? 
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Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 














creation of a speakers’ bureau to address 
civic organizations, women’s clubs and 
the like on the general subjects of thrift, 
savings and life insurance. 

The Utah association is a state body 
and has a membership of 300 general 
agents, managers and agents. 

The subject of banks representing life 
companies as agents is much to the fore 
at this time, and came up for a lively 
discussion at the meeting. It was sug- 
gested that the life men use similar 
methods to combat this situation to those 
adopted by the fire insurance agents. 

*x* * * 

Kalamazoo, Mich.—Life insurance as a 
valuable asset in protecting property 
contracts was extolled by a real estate 
man, L. C. Wright, president of the Kala- 
mazoo Real Estate Board, in an address 
following a dinner meeting of the Kala- 
mazoo association. 

“Those who purchase their homes 
under a contractual arrangement of 
some sort and who have life insurance 
in connection therewith can take satis- 
faction,” said Mr. Wright, “from the 
knowledge that their homes will be pro- 
tected and paid for fully though death 
takes them before payments are com- 
pleted.” 

D. P. Chinblom, vice-president of the 


Kalamazoo Bread Company, gave an in-. 


spiring salesmanship talk on “Person- 
ality and Sales.” 
* * * 

Chicago—William M. Houze, general 
agent of the John Hancock Mutual Life 
in Chicago, is the chairman of the mem- 
bership committee of the Chicago asso- 
ciation. The committee met last week 
and made plans for a membership cam- 
paign, the first the association has had 
for several years. 

x * * 

Richmond, Va.—Activities of the Rich- 
mond association in 1927 were reviewed 
at the January meeting. It was shown 
that good results were accomplished 
through advertising and research work 
and cooperation with trust companies. 
It is planned to carry forward a similar 
program this year. 

Prof. Jerome McLeland, well known 
astrologist, addressed the meeting, un- 
dertaking to put over the idea that a 
knowledge of astrology is helpful in 
selling insurance. 

i 

Davenport, Ia.—James P. Sullivan, St. 
Louis general agent for the Lincoln Na- 
tional Life, was the speaker last week 
at the Davenport association’s January 


meeting. Mr. Sullivan was at one time 
agency supervisor for the Continental 
Life, was one of the organizers of the 
Great States Life of Kansas, and also 


served as agency manager for the 
Farmers & Bankers Life of Wichita. 


x * x* 
St. Paul—T. J. Horton of the John 
Hancock Mutual Life has been chosen 
secretary of the St. Paul association. 


Se ¢ 2 

Seattle, Wash.—John P. Hartman, at- 
torney, will address the Seattle life un- 
derwriters at a noon luncheon Dec. 19, 
his subject being “Partnership Agree- 
ments,” on which he is an authority. A 
musical program has also been ar- 
ranged. x *« * 

Lincoln, Neb.—The executive committee 
of the Lincoln association has prepared 
programs for the next five monthly 
meetings, all of a practical nature, with 
leaders who will present questions of 
interest, to be followed by a _ round 
table discussion. For the Feb. 4 meet- 
ing G. R. Douglas and P. V. Ohlheiser 
will discuss “Closing the Sale; R. R. 
Gray, Charles A. Wilson, H. H. Lough- 
ridge, H. A. Dillman and H. R. Kares 
will each give .an incident of how he 
closed one, followed by comments on 
life insurance during the past month by 
H. W. Noble. 

The association has named F. C. Wil- 
liams, Maurice A. Hyde, James Lane and 
Leon Palmer as a committee to stage 
an essay contest in the fifth, sixth and 
seventh grades of the city schools on 
the topic, “Why My Daddy Should Have 
Life Insurance.” 

x * * 

Milwaukee—An attempt to revive the 
Milwaukee association will be made on 
Jan. 23 when Roger B. Hull, managing 
director of the National association, will 
meet with Milwaukee underwriters. 
Practically all of the branch managers 
and general agents who will be in the 
city on that date have signified their 
intention of being present and they have 
promised to bring some of their leading 
agents with them. 

There have been several efforts made 
to bring about a revival of the local 
association but difficulties have been en- 
countered which apparently could not be 





overcome and the association has been 
in a dormant state for the past few 
years. It is believed that with the aid 
of Mr. Hull a reorganization of the asso- 
ciation can be effected which will take 
in a large number of the life under- 
writers in the city. 
*x* * x* 

San Francisco—The January meeting 
of the San Francisco association was de- 
voted to a discussion of “Thrift in Its 
Relation to the Life Insurance Business.” 
George K. Rogers, noted author and 
traveler and founder of “International 
Thriftors,” and Noel H. Jacks, one of 
the leading producers of the Travelers 
who uses the principle of thrift in plac- 
ing a large volume of business annually, 
were the speakers. 

The leading producers’ dinner of the 
San Francisco association, which will be 
in charge of Clark Moore, first vice- 
president of the association, will be held 
in February. 

Twenty-five members of the associa- 
tion, under the direction of Clarence W. 
Peterson, chairman of the membership 
committee, conducted a campaign Jan. 
16 in an endeavor to have a 100 percent 
association membership among the life 
underwriters of San Francisco. Follow- 
ing a breakfast at the Pacific Mutual 
Life building, where DeLancey Lewis, 
manager of the company, acted as host, 
the workers attended various agency 
meetings of the companies in the city. 

* 

Los Angeles—J. Harry Tregoe, pro- 
fessor of economics, University of South- 
ern California, and director of Tregoe 
Economic Organization, was the prin- 
cipal speaker at the monthly luncheon- 
meeting of the Los Angeles association. 
His subject was “Life Insurance in the 
Romance of Business.” 

*x* * x 

Columbus, O.—Major Roger B. Hull, 
managing director of the national asso- 
ciation, was on the program as the prin- 
cipal speaker at a dinner given by the 
Columbus association Tuesday evening. 
H. A. Chipman is president of the asso- 
ciation and Ely D. Miller, secretary. 

* * x 

Cleveland—Roger B. Hull, managing 
director of the National association, was 
the speaker and guest of honor before 
the annual meeting of the Cleveland as- 
sociation. 

Speaking to the subject, “Can the Life 
Underwriter Go It Alone?” Major Hull 
described the new competition which has 
arisen in American business and the 
raze of relationships existing among the 
various businesses. He stressed particu- 
larly the viewpoint of the government 
with relation to business, pointing out 
that those lines of business which do 
not place their own houses in order are 
apt to find themselves in positions vastly 
more undesirable. “The thought that an 
agent, an agency, or a life insurance 
company can go it alone and succeed is 
untenable,” said Major Hull. 

Prior to Major Hull's’ introduction 
Frank lL. Klingbeil, superintendent of 
the Prudential’s west side agency, was 





inducted into office as president of the 
association for the current year. 
* as 1 
Atilanta—C. C. Clabaugh, general su- 
pervisor of agencies of the Maryland 


Life of Baltimore, was one of the prin- 
cipal speakers at the meeting of the 
Atlanta association Thursday. Mr 
Clabaugh talked on “My Impressions of 
the Memphis Convention.” 
* BH 

Cineinnati—The January luncheon of 
the Cincinnati association was ad- 
dressed by Roger B. Hull, recently ap- 
pointed managing director of the Na- 


tional association. He attacked the 
theory that the life underwriter could 
“go it alone,” stating that this is no 
longer a nation of pioneers, but its 


present business is an intricate system 
Mr. Hull, who has had a varied experi- 
ence in law and government service, 
pointed out that if the life insurance 
business did not develop a group con- 
sciousness to take care of its own prob- 
lems the time will come when our £0v- 


ernment will step in and proceed to 
regulate in great measure the life 
insurance business and disrupt the 


American agency system. 

He stated that if it is necessary for 
all other business groups to have created 
trade associations, it should be more ‘° 
for a business which is built upon the 
idea of cooperation, and that the day 
for “go it alone” philosophy has passed 
for the life insurance business as it has 
for all others. The purposes of the 
various associations of life underwriters: 
he stated, were to provide collective 
thought, a common purpose and a grouP 
responsibility. 
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per year, all containing cards, 75 of 
these cards representing 75 applications, 
each calling for $100 in cash. The 
other 1925 being blank cards, all of them 
well shuffled and placed on a table. 
Explanation of 

Principle Made 
CALIFORNIA OKLAHOMA - 
“An agent certainly knowing that 75 
Barrett N. COATES J. McCOMB of these envelopes were good for $100 
7 oonanttine br AY would not get discouraged in opening 
CONSULTING Premiums, de ot them. This illustration is based upon 
ACTUARY Valocs, etc., Calculated. Valuations facts and is particularly conservative 
an xaminations Made. Policies and he is none the less sure of re- 
354 Pine Street --- San Francisco and all Life Insurance Forms Pre- as : 5 ¢ d 
seared. ‘The Law of Enoucemes © ceiving that amount of money ant 
Speciaity. more, if he will consistently and intelli- 
Colcord Bldg. OKLAHOMA CITY gently interview 2,000 prospects per 
ILLINOIS year. This represents real effort, but 
if taken up intelligently an agent once 
ONALD F. CAMPBELL (CONT’D FROM PRECEDING PAGE) having gained the habit will find that 
ea . serene a he is spending no more time and enjoy- 
—- age of 40 per week, that if he has done wd fy amar Salepondionse than Mis 
ACTUARY an honest week’s work, he has made}; >. 4 : é pits on * 
, . - friends employed in almost any other 
160 N. La Salle St. from $80 to $400 regardless of whether | ,. F ‘ Mg at yy x Te ar 
Telephone 7298 é peiepe e+ Rie line of work, and as his efficiency in- 
or not he has secured an application or |. - ee . ? 
CHICAGO, ILL paca : creases, automatically increasing the 
4 ; even a prospect. This method is a sure value of each interview, he will in addi- 
cure for discouragement and is abso- tion to his renewal income be _ better 
lutely sound logic. Suppose each inter- ale 
view is represented by an envelope, con- I ‘ 
. mend R, CORBETT taining a card and with 2,000 of these | Manager Must 
Actuary envelopes, representing 2,000 interviews Set the Example 
Specializing on Pension Funds — “The haphazard way of starting men 
175 W. Jackson Blvd. CHICAGO in the business belongs to the old 
STEEL school and cannot successfully compete 
FILES with modern methods. There are man- 
agers in New York and possibly in this 
A. GLOVER & CO. We file the room who appear at their office from 
Cc Automatic Woy. 9:30 to 10 o’clock and leave at from 
Consulting Actuaries These files expand 4 to 4:30 in the afternoon and expect 
29 South La Salle Street, Chicage tng = eae their men to acquire and retain the 
Life Insurance Accountants panne eB penne A habit of thrift and systematic work, Is 
Statisticians this logical? Can an agency succeed 
under such management? Such a man- 
ager would seldom meet a_ successful 
INDIANA agent at 9:30 in the morning, for the 
really successful agent is keeping his 
HAIGHT, DAVIS & HAIGHT, Ine. office hours at that time in the office 
of his prospect, rather than his own, 
Consulting Actuaries and knows just what he is going to do 
FRANK J. HAIGHT, President until after 4:30, when Mr. Manager has 
INDIANAPOLIS left for the afternoon. 
“In my opinion, the successful manager 
Denver, Des Moines , y OF She: . 
will spend as a minimum eight hours per 
day actually doing constructive work. 
While part of this time may be spent 
at lunch, the lunch hour affords the 
ARRY C. MARVIN best possible opportunity to encourage 
and become acquainted with men and 
Consulting Actuary - - 
to secure new recruits to his agency. 
2105 North Meridian St. - : . 
File can equal it for Filing Efficiency. Suggestion for Conducting 
INDIANAPOLIS, INDIANA 30 OAYS FREE TRIAL 5 YEAR GUARANTY. Work During 1928 
Submit your filing problems and get our . " m : . . - ‘ 
coutas. Ganek tenner ae on In conclusion, let me _ plead that 
factory prices to consumers direct, every man boost and not knock, have 
IOWA The AUTOMATIC FILE & INDEX CO. faith in himself, in his company, in his 
Factory and tome OMhiee,Green Bay, Wie. business and in his manager and then 
ps6 ay Atta Ratesey— - : - 
apply to his work these suggestions for 
L. MARSHALL 7 
1928: 
® CONSULTING ACTUARY “1—Get to your office at 8 o'clock 
* if possible (never later than 9) ready for 
Hubbell Buildin 
B 8g WHAT’S AHEAD? actual work, having completed your pro- 
DES MOINES, IOWA ® | gram for the day the night before. 
That question is in the mind of every am- “2—Average 40 interviews per week, 
bitious man. It’s in your mind, and try hard to average two applications 
o—~ a does vot satisty, » it will pay you per week, but never let a week pass 
MISSOURI to learn mm ae of a life underwriting without getting one 
contract with FPidetity. x ° . 
Fidelity originated the disability provision the “3—Keep an honest account of your 
OHN E. HIGDON double benefit fea ure, and the “Income for Life” | interviews and at the end of each month, 
plan. It operates in forty states on a full level - 1 1 he 
ACTUARY net premium basis with more than $70,000,000 in | QUarter and year, divide the amount of 
24 Argyle Bidg., Kansas City, Mo. assets and over $343,(00,000 insurance in force. commissions earned, adding 20 percent 
More than 36,000 direct leads a year as value of renewals, by the number of 
from Head Office lead service interviews, and then try through knowl- 
NEW YORK Veem conan sey po Ak ny ate edge — efficiency to increase the value 
of each imterview. 
PHILADELPHIA “4 Cultivate the habit of 
A Walter LeMar Talbot, President 4—Cultivate the habit of boosting. 
Mi M. Dawson & Son Be a good sport, take a good licking 
with a smile—you can’t expect to win 
CONSULTING every time—check up your weak points, 
ACTUARIES profit by your mistakes and use them as 
6 OW. 44th St. New York City YOUNG MAN WANTED stepping stones to greater success. 
, ) Boost your competitor and his com- 
4 A fast — legal cage poner pany, but or out the rowed points 
pany wants a young man of goo of your own oost your tellow-agents, 
appearance and habits, with a rec- your office and your company and oth- 
oodward, Fondiller and Ryan ord as a personal producer and with some ers will boost you.’ 
Consulting Actuari organization experience, to do agency work . ede “ 
a oo ath inne a out = ee Home Offfice. Ry salary will —_——— 
etuarial Service nehes not be large to begin with, but there will . P P 
Hone. and" Aporalale—Statstien! Servi and be ample opportunity for growth if the Gem City Life Convention 
Installations — C 1 and Associations man in this position is willing to travel The ; al i= — o the 
s ond and work hard, and if he has ability to , le annual agency convention of the 
Resrganinations — Insurance Accounting and close business, to pick men and to show Gem City Life will be held at the home 
» other men ow to write usiness. rite, pre i , * 9° _ 
75 Fulton Street New York telling all about yourself, in the first let- office ba Dayton Jan. : 25-27. Judge Orbi 
ter, enclosing references. Address D-26, son of Indianapolis will speak the after- 
care of The National Underwriter. noon of the second day on “The Call of 
Life Insurance to Mankind.” 
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PRESENT DAY TREND 
IN AGENCY PLANNING 


(CONTINUED FROM PAGE 6) 

who could look 10 years into the 
future, see his objective and the means 
of attaining it, and plan accordingly. 
If the manager is too busy to plan, he 
is too busy to be a manager or general 


agent. 
Must Prepare for Future 


mind, 


The day of unplanned development 
has passed, and only those will succeed 
in the future who are prepared for the 
future. This is very clearly a mana- 
gerial problem, for the agents can only 
follow the direction of their leaders. He 
cited the case of the artillery battery 
which fires according to the direction oi 
its commander. The results are satis- 
factory or otherwise, according to the 
efficiency of this guidance. Mr. Hol- 
combe also compared the inefficient man- 
ager to a traveler who might ask for 
$5 worth of tickets, this being evidence 
that all is not right with such a trav- 
eler. Similarly the manager who pro- 
ceeds without full knowledge of his field 
and material, with plans made accord- 
ingly, is not all that he should be. 


Essential Program for Agent 


In summing up the essential program 
for a general agent or manager. Mr 
Holcombe cited the recent picture of 
the job by a prominent general agent. 
This program included the following: 
Know the field, its geography, resources, 
industries. personnel; determine the kind 
of men wanted to build the agency; de- 
cide how to find these men: make plans 
for selling these men on the business 
and the job: install an efficient training 
program. These items will go far to- 
wards organizing the agency building 
program. and efficient agency building 
will be the keynote of the business dur- 
ing 1928. 

Public Conception of Insurance 


As for the need of building and re- 
building work in the agency ranks, Mr. 
Holcombe cited the answers to a recent 
inauirv he made among a long list of 
policyholders. Many replied as to their 
ideas as to the needs of the business 
and one in particular gave him a picture 
of the public conception of the busi- 
ness. This was the case of a promi- 
nent lawyer who consulted the leading 
agent in his city for a line of $32,000 
which he wished to take out. The man- 
ner in which this case was bungled left 
an unwholesome taste in the mouth of 
this policyholder. Mr. Holcombe said 
that until the managers had eliminated 
such agents from their ranks, they could 
not properly deserve credit for extend- 
ing service to their clientele, nor could 
thev be credited with efficiency in their 
work, for such contacts could have only 
a harmful effect on the long time view 
of the business. 


Wind Up Detroit Promotion Scheme 


Action toward bringing to a close six 
years’ effort to organize the Cosmo- 
politan Life of Detroit on the part of 
F. R. Wright was taken last week by 
the Michigan department. Mr. Wright. 
who was unable to furnish complete 
records of stock transactions and other 
statistical data in regard to his unsuc- 
cessful organization attempt, was or- 
dered to provide this information at the 
Detroit offices of the department early 
this week. 

Unless the complete data is produced, 
immediate application will probably be 
made toward obtaining appointment of 
Commissioner Livingston of Michigan 
as receiver for the company and its af- 
fairs will be expeditiously liquidated, it 
was indicated by department officials. 
Similar action may eventually be taken 
if the records are furnished as the de- 
partment wants to close up the mat- 
ter with as small a loss as possible to 
stockholders in the enterprise. 

Theddeus P. Hyatt. dental director of 


the Metropolitan Life and professor of 
preventive dentistry at New York Uni- 


versity, has been appointed supervising 
dentist of the New York health depart- 
ment 
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